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Ask for counter card and “Wet 
pouch with each pair. Two colors: Weather’’ Window Sign. These 
Beige and Gun Metal. Two sizes: i striking displays will sell Hosegards 
No. 1 for 8,84 and 9. No. 2 for a for you. Fill out the coupon. 

9%, 10 and 101. ie 


Cellophane wrapped. Carrying 


HOSEGARDS 


Here’s a new idea. It sells to every girl and woman who wears silk stockings. 
Hosegards bring quick sales and big profits on every sale. There is no 
competition. Hosegards sell every day it rains or snows, or whenever streets 
and roads are muddy and slushy. . . And winter is coming. 


Hosegards cling to the legs with beautiful shapeliness 
They are so thin their transparency shows the natural IR yet there is no tight binding. They are too light to 


Hosegards are made of chiffon-weight, pure Latex. 


cause the slightest discomfort. A few feet away they 
are practically invisible—yet they give full protec- 
tion from splashing mud and water. 


; color of the stocking beneath. Nothing stronger ever 
tock ‘aleks was made in this weight and we guarantee them 


against deterioration for two years. 


LATEX RUBBER PRODUCTS INC., AKRON, OHIO 









Our Policy 


Means Something 
to You! 


Manufacturing is one specialized operation. 








Retailing is another. 

We feel that we can serve our customers best by “‘stick- 
ing to our last” and making the finest shoes in the $7.50 
and $8.50 field. 


Our stand can be expressed in one sentence—We own 


no retail shoe stores and have no financial interest 
in any. 

Also, we serve exclusively the far-sighted type of in- 
dependent stores who depend upon quality for their 
progress. 


Pe digo -lake Shoe (. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 
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COST NO MORE THAN THEY NEED TO——TOBE THE FINE SHOES THEY ARE 
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Annette Hanshaw 


She has a style all her own—in- 
imitable—and a deep contralto 
voice that’s one of the most popu- 
lar on the air. She’s beautiful, too. 
Her photograph in your local 
newspapers assures the local au- 
dience for your Vitality broad- 
cast—October 21. 








Gus Edwards 


Of “School Days’’— beloved in 
every city, town and hamlet. 
He’s to stage a new “School 
Days” ensemble that will 


x ee bring thousands upon thou- 


sands of eager listeners to 
his Vitality broadcast on 
October 14. 


to boost 
VITALITY Sales 


Jor October | 


Here are three of Vitality’s Star “Salesmen” for October —each 
of them an excellent reason why sales of Vitality Health Shoes 
are going ahead by leaps and bounds—at a rate which appears 
to be without a parallel in the entire industry! 


Not hard to understand—such popularity—when you call to 
mind these added reasons for Vitality success: 


(1) Smart, new lightweight United Process shoes for women— 

(2) A complete new line of Goodyear Welts for children — 

(3) A complete In-stock Service direct from St. Louis—and 

(4) The splendid quality and all-leather construction of Vitality 
Health Shoes. 


No wonder these Vitality Shoes are winning the value-wise 
people of today and piling up added profits month after month 
for Vitality dealers! 


For Women, AAAA to EEE, sizes 2-11, to retail at $5 and $6. 
For Men, AAA to G, sizes 5-14, to retail at $5 and $6. 

For Boys, A to E, sizes 1-6, to retail at $4 and $5. 

For Children, all runs, to retail from $2.25 to $4. 





__i arena a eeeneh 


Ethel Norris 


She has been playing to packed 
houses in the Broadway hit, “Crazy 
Quilt.” Putting over song hits is 
her specialty. Tune in October 
7 on her Vitality broadcast, and 
you'll know why these brilliant 
celebrities are making the coun- 
try Vitality-conscious. 


Tune In 


Every Wednesday Evening 
10 P.M. 

Eastern Standard Time 
Akron 
jj) ee 
Atlanta ........... 

Baltimore 
Birmi 


























Columbus .........................-- 
Council Bluffs.......................- 


Indianapolis 
Kansas City......................... 

Little Rock....... 

Los Angeles ...............------.-0+--- KHJ 





New Orleans ......................- WDSU 
New York City..................... WABC 
Oklahoma City ..................... KFJF 
Philadelphia ....................... WCAU 
Pittsburgh .........................-... WJAS 
| A KOIN 








Providence .......... sess. os WEAN 
Salt Lake City -.................... KDYL 
San Antonio......... <ateoeos tty EE 
San Francisco....................... KFRC 
Seattle............... secese- KOL 
Ge sv cacciscccccetessaase KFPY 
BE EN ccc ricssctissssassscnien KMOX 
EEE nae ae WFBL 
|” Eee mae rene KVI 
Toledo WSPD 
Washington WMAL 
Wichita KFH 





Vitality Shoe Company 


1509 Washington Ave, Branch of International Shoe Co. St. Louis, Missouri 
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Increasing Light Rubber Profits 
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Indiana Ariel 


“The smartest and daintiest 
, rubber ever made.” 
, Illustrating the black Indiana 
' (satin-finish) Ariel Croquet on 
our Carma last for 19/8 heel, 
_ long vamp, narrow toe shoes. 


New Satin Finish 


A marvelous new finish for > 
rubbers and galoshes created and 
used exclusively by BALL-BAND. 
Two colors, lustrous black or 
Indies Brown, the rich, dark 
brown so popular this season. 


oe. Fe. 








This might happen in your store—profitably 


‘ 
The shoes have been fitted and sold. The 
salesman picks up a pair of rubbers that have 


“You know, a few soakings will just about 
ruin a pair of shoes, to say nothing of the dis- 


been conveniently placed. 

“Here is something new I’d like to show 
you,” holding one rubber up for Mrs. Jones 
to see. 

“Oh, how nice looking! 
rubbers for years.” 

“You'll be delighted with this new Ariel rub- 
ber. It’s extremely trim and smart and very 
comfortable. Nothing like an old-time rubber. 
Just see how easily it stretches on.” 

“Why it looks like a satin slipper, and I can 
hardly feel it on my foot.” 

“Yes, isn’t the new Satin-finish beautiful— 
and it fits snug without binding because it is 
so light and stretches so easily. The edge does 
not tear—that’s another exclusive feature. And 
you can fold the Ariel to carry in your hand- 
bag on threatening days. 


But I haven’t worn 


comfort, so we recommend this modern style 
rubber for wet days, and the higher Savoy 
(Galosh) for winter. 

“We're selling a lot of them because every- 
body knows it pays to wear rubbers, and in 
these, your feet look just as neat and trim on 
wet days as when it’s dry.” 

And so an extra sale and an extra profit are 
made because the new Satin-finish Indiana 
Ariel is a remarkable style creation, so different, 
so attractive and so practical that it is easily 
sold. Women like it and willingly pay a price 
that yields a better margin of profit. 

We'll be glad to send samples on order 
(specify heel height and color wanted), or a 
catalog showing the complete BALL-BAND line. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A, Brattleboro, Vt. 


BALL-BAND 





Galoshes, Rubbers, Tennis, Etc., with the RED BALL Trade Mark 
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In Stock—Immediate Delivery 
NEW Flex-Mode SHOES 


Flex-Mode footwear is of a cement construction with which we have been successful for the past four years. 


BEAUTIFULLY MADE—SMARTLY STYLED—REASONABLY PRICED 








Lisbon hat. 2-ineh Jr. Louis covered ; Avenue last, 1% inch Cuban covered 
heel. Fiex-Mode, lizard lace stay. cae Fy be em om A Avenue ~, a covered heel. Flex-Mode. 
eit satin kid with grey B455—Black SUEDE vamp and — 7—Black SUEDE i B465—Java brown kid with brown 
MOMMIES sce cscecveecus $4.65 quarter with light weight B467— waite with light weight suede tongue .....--..+++ $4.65 
B434— 1~Prete brown kid with beige pl calf tip, foxing and black calf tip, lace-stay B466—Black satin kid with black 
stitching ............... 4.65 Shaw) .......sscccccceees $4.65 and foxing .............: $4.65 suede tongue .....-.+++++ 4.65 
B435—Dark green kid with light ne Brown ye ~ B4586—Brown SUEDE vamp and 
green stitching .......... 4.65 brown calf tip, foxing and quarter with light weight 
shawl ....... emepcanns 4.65 brown calf tip, lace-stay 
B459—Black satin kid vamp and and foxing ............- 4.65 
quarter with black pin seal B461—Black satin kid vamp and 
tip, collar, foxing and quarter with black pin seal 
shawl tongue ........... 4.65 tip, lace-stay and foxing.. 4.65 
B460-—Java brown kid vamp and B462—Java brown kid vamp and 
quarter, with brown pin quarter with brown pin seal 
seal tip, collar, foxing and tip, lace-stay and foxing.. 4.65 
shawl tongue ........... $4.65 











EUGENIE 
Lisbon fast, 2-inch Gaten covered 
heel. Flex-Mod 


B737—Light weight binek 
calf with nickel buckle. $4.25 


DENAH 


Lisbon last, two inch Junior Louis heel. 
Mode. 


8730-—Java brown kid, small per- 




















foration with white under- <a — 
I. bvcectivncecccaveene 25 eae ee 
ralf wi ld buckle. 4. 
ore bag Lt rege | FA IRMONT CA MERON aiid oa - 
ora t ° 
ian men mnie wneer” 4.25 Avenue last 2-inch eather eet, “Een It. 7a neh Guan leather 
xX e. a ‘ 
8705—Light weight black calf... $3. 85  8709—Light weight black calf. ..$3.85 
B706—Light weight brown calf. 85 B710—Light weight brown calf... 3.85 
AAA 9 
AA 9 
ye 9 
B 9 
Mi cccunivheutcveccineolhaerrerieaerae ho 8 
Extra charge of 25c. per pair on all orders of less 
REGA., than three pairs. CEDRIC 
Gloria last, 2¥4 Inch Louis heel. TERMS: mms 
ex- Mode. : 
O728—Patent with grey *.. 85 3%, Thirty Days eet ta id a 
B724—Light pes hae ae Discount not allowed after expiration of discount B442—Black SUEDE with patent ‘tat 
with grey silk stitching. 3.85 <1... lila illllllllliaiiilliad) STII i SESE SS CEE Tf : 




















Lisbon a = NY ee Cuban cover ILO A Delite last, 2% inch wood covered heel. 
Me Mode. “i Eden last, ve inch covered heel. Amy A mg i Eden last, 1% jos Fa og covered heel. 
NS... tie black calf, x- Mode. B736—Light weight black calf gyes-~Dteck satin bid... $3.85 
with black suede tongue B707—Black pg gore with grey with small black suede in- 26—Black satin kid........... » 
erry $4.00 lizard and black calf bcow.$3.85 lay at throat ............ $3.85 8727—Prado brown kid......... 3.85 


In stock folder showing seventy-five up-to-the-minute patterns will be sent on request. 


The KRIPPENDORF-DITTMANN COMPANY 


CINCINNATI, OHIO 
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MO-DEB No. 5241 


MO-DEB No. 5241—Brown Calf, Brown Alligator Calf 
Saddle. 
MO-DEB No. 5242—Black Calf, Black Pig Saddle. 
MO-DEB No. 5240—Almora Elk Duflex Gristle Sole. 
10/8 heel—3 to 8....AAA to C....$3.25 
IN-STOCK 


RUSH! 
AT ONCE! 
GREENFLEX No. S2626W 
HURRY Coffee Velo Elk, genuine Shark tip, Damp-proof sole. 


8% to 12...... B to D...... Spring heel...... $2.25 


IMMEDIATE 2 12% to 3..... A to D..... Rebbe top......$260 
URGENT WORDS—and we know what they mean 










Not only do we know—we do it! 


'MO-DEBS 


't Growing Uiris 


Which probably accounts for the 
RETAILING amazing success of our in-stock de- 

; re 7. 30 partment, where an order turns into 
Junior a shipment with startling rapidity. 

~ MO-DEBS 


M 3ses & Childrens 


~A \ 
rs ae ) 


And, if you don’t believe it, try us! 


GREFNFLEX 
Misses & Children 
$3 to $4.50 


ALL 
| WELTS 
| Stiee SHOE MANUFACTURING COMPANY 
| eines 960 HARRISON AVENUE BOSTON - MASS. 
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STRATE LAST 
A to B 





5555 Black Kid 


BANKER 
AA to BEE 








@0 Black Kid, Kang. Tips..................... $4.50 
$60 As above with ‘Arch Baeen Insole.......... 4.85 
80 Black Calf ............. Gocdececnsecocnsese 4.50 








ORTHOPEDIC 
AA to B 


Viscol Sole........... $3. 


Peete renee reeeesneee 


POLICE SHOE 

No. 11.....$4.00 
AA to 

11 Black Calf, Long 

Co Viscol- 


bour Stormwelt 
Police 
Shoe.. $4.00 





¥ 
t 
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MUSEBECK 
aul (oar Sigh 
SHOE 


Tue Musebeck factory is 
working full time — and 
overtime, because we are 
building a different shoe, a 
better shoe and a shoe on 
which dealers can make 
real profits. Musebeck 
Shoes support the arches 
and wear straight. 

Patents 
Applied 
for 


Copy- 
righted 






THE LONGITUDINAL ARCH 


(A) A thick insole with wedged heel 
seat supporting the oscalsis bone and 
center gravity of the body weight. 

(B) A special, wide, strong, guaran- 
teed Arch Support shank, wedge shape 
at heel, supports the inner and outer 
Longitudinal Arch. 





This comfortable leather Arch Sup- 
port Insole gives real relief to broken 
arches. It is built right in the shoe. 
Stock numbers prefixed with letter 
“S” have this insole. 





Terms 2% 20 Days, 30 Days Net 


MUSEBECK 








DANVILLE, ILLINOIS 


5 


Make Protlits 


with these In Stock Numbers 


: 


+ 





0170 Black Kid, Long Inside Orthopedic es 
+ 0175 Brown Kid, Long Inside Orthopedic Heat. ?5:30 
& 90170 Bleck Kid, Arch Support Innersole........ 5.20 












COG Oo k.c ccdtncecdzvcviseseueccoccoseees $4.50 
Gee et Ie ie cond d ae dwn cckctcccuceseccarceeds 4.60 
. WALL STREET 


AAAA to B 





8014 Black Calf Arch Support Insole............. $4.85 
UE I ODN ccccuccdscscevevesccecesicceces 4.50 
Ge ES tibed wen dndacdeneccecveecasset 4.60 

BLU-OXFORDS 

804 Black Calf Arch Support Insole.............. $4.85 
TE Snddas Seedesdeceseressrccecceue 4.85 
gk codeddccncccsvceeccedcduesaes 4.50 


COMBINATION 
A to B 






060 Black Kid, Kang. Tips..............s00005 $4.50 
8060 Same as above, Arch Support Insole......... 4.85 
CED BED ca ccdesccesscecensdtccecseosedé 4.85 
GOED Svcceccscucdesecesticeccececces 4.50 
065 MC evGgavarekedevaccccadabenuedueses 4.60 


BANKER 


AA to E 








Bhat BO .nccccccccccccccccccccceccccces $4.50 
e088 Black Kid, Arch Support Insole............. 4.85 
Woe IT IEIIN «os Sods ca ccccccecsccocetsccces 4.85 
BROUWER 
RESEARCH 


No. 100 
AA to E 











.(Dairor 


GREAT NAMES 


mark a great pair of shoes 


Smart buyers know a famous shoe name stands for 
quality. 

All buyers know that GOODYEAR means quality. 
When you add the greatest name in rubber to the 
shoes you sell — you signify extra value to every 
buyer’s mind. 

The public wants rubber heels — Goodyear Wingfoots 
in particular—for longer wear, greater comfort, quiet 
walking. 

And more people — by millions — walk on Goodyears 
than on any other kind of heel. 

So get the added sales help of a famous name — 
by making sure of Goodyear Wingfoot Heels on the 


shoes you order. 


It’s the easiest way to give your shoes extra value. 
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Wing foot Tteels 





Copyright 1931, by The Goodyear Tire & Rubber Co.., Inc. 
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Another Tea Party in Boston 


I see by the papers where Mr. Babson invited a lot of the 
big brainy business men to Boston to talk things over. It 
seems the idea had been pretty well planted there was some 
sort of a depression and something should be done about it. 

When I mentioned it to Walter Booth, he said; “Well, 
that’s the second time Boston has been selected as the 
birthplace of an idea.” 

“‘Whaddye mean, the second time?” says I. 

“Where were you” asked Walter, “when they had his- 
tory lessons in school? Don’t you know that once before 
the brainy men of the country gathered around Boston? 
They held their conference on a boat and boxes of tea 
went bobbing around the bay for a long time after.” 

I was amazed at this proof that history has the happy 
habit of repeating herself. Here at this second conference 
in Boston, instead of boxes of tea, IDEAS were bobbing 
all around .. . They decided we must get back to “funda: 
mentals.” And when I told Walter that, he replied; 

“That’s sound sensible stuff, but honestly it’s only what 
we’ve been doing here in the factory for six or seven years. 


““Wedon’t claimto be big and brainy, but we do believe 
in making the BEST SHOE possible to produce, carefully 
inspecting each and every pair, realizing that Good Work- 
manship depends on the proper gradir.g of patterns. 

“And when it comes to fundamentals, it’s simply a case 
of a GOOD PRODUCT at a fair price and a square deal 
to both retailer and customer.” 

I didn’t have to go to Boston to know that Walter 


was right. 


WALTER BOOTH SHOE Co. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $3.50 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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Who Pays—And How Much! ! 


KING GEORGE takes a cut in pay 
and says he will do even a better 
job. So, while the subject of recom- 


IN THIS ISSUE 


pense is universal, let us thoroughly | The Voice of the Trade............... Observations and Comment.......... 11 
cover in the next three issues—First, 
ps , : Aap : 

Straight salaries vs. commissions,” | Why Buy a New Pair of Shoes?......... Serious Thoughts About the Future of 
presenting the views of well-known re- the Shoe Industry..........0++005 14 
tailers who favor straight salaries. 

Followed by—“Commissions do away . OF F il ffri 16 
with indifference—the saleeman’s worst Exotic Slippers for Evening............ By Madame Hamilton Jeffries........ 

ault.” Suppl 7 i 
3 M. Pe cagronoy B py Pew gies Heel Heights aad Contours............ Moderate Heights and Smart Lines... 17 
chants.” It costs money to sell shoes. 

Let’s learn once and for all:the best | Good Windows Are Magnets........... They Pull Customers Into Stores... ... 18 
method of recompense to stimulate the ; 
sale of more shoes at retail. This is a | The Quality Wearer Comes Back....... Bip living: Grossimattie ned esi ccscecisiores 20 


very vital subject, usually handled with 


kid gloves but in our case vigorously | From the Editor's Angle............... By Arthur D. Anderson...........-. 22 
and forcibly presented for immediate 
adoption in the shoe stores of America. 
“Test Your Shoe Knowledge” by Trends of the Avenue................. Black and Brown Dominate the Styles. 24 
A. L. E.—rivaling “Shop Talk” b 
H. F. B.—twin features ‘het keep an Customers Can Be Sold Foot Health.... By Jerome j. Sholem.....3.0.20.0. 28 
merchant’s eye alert in every issue. 
Why Customers Leave Home.......... By Wallaée: Ru Clathecwes. ecu veces 32 
Truth Takes a Holiday................ And Fear Gets a Break............. 34 
Vv SR NOW 5 okies ec tase detec tieeets About People and the Trade......... 49 
Business Barometer ..................- Changes, Embarrassments, New Stores. 69 
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NOW 


ARNOLD GLOVE GRIP SHOES 


FOR MEN AND WOMEN 
Tailored by Stetson 


NY retailer who is looking for a business building line will want to 
know the facts about the complete NEW Arnold Glove Grip line 
and the aggressive NEW Arnold advertising plans. 


STARTING WITH 


2 


3 


The famous Arnold Glove Grip feature — giving shoes the perfect fit 
and natural support which have made Arnold Shoes famous. 


Arnold Authentics—the fastest growing golf and sport shoe line on 
the market. 


The national reputation of the Arnold name. 


AND ADDING 


l 
2 
3 


Stetson’'s flair for correct style and reputation for even higher stan- 
dards of quality. 


The resources of Stetson’s modern factory and knowledge and im- 
proved methods of shoemaking. 


Stetson’s Dept. 5—a unique service organization—will now serve all 
Arnold Glove Grip Dealers. 


AND THEN ADDING 





l 
2 
3 


New shoes offering values that are easy to sell— most styles re- 
tailing at $10.00 and $10.50. 


New advertising that will bring new customers to every Arnold Glove 
Grip dealer. 


In stock shoes that speed up your turnover — increase your profits. 


The total is MORE MONEY in YOUR POCKET if you stock this new Amold line. 





M. N. 





Write us for full details. 


ARNOLD SHOE COMPANY 


A Division of The Stetson Shoe Co. 
SOUTH WEYMOUTH, MASS. 
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The VOICE of the TRADE 


Md 

No man nor angel 
can make a shoe fit a human foot 
if the wood over which the shoe is 
drawn is improperly proportioned. 
Whenever a man has tried to re- 
shape a human foot, to make it fit 
into a shoe, he has always made 
a mess of it,” says Dr. Theron 
Ellings of North Wabash Street, 
Chicago, who first hung out his 
shingle as an orthopedic surgeon 
with never an intention of going 
into the shoe business. Then he 





found that most of the foot ills 
that came to him were caused by 
improper shoes and shoes improp- 
erly fitted. The result was his shoe 
store. But the basis of all fitting 
is the individuality of the foot and 
a troubled customer often serves 
as model for the work that he does 
on an old last with such tools as a 
wood rasp and sandpaper. 

As a result of specialized ser- 
vice, Doctor Ellings says: “The 
first seven months of this year our 
shoe sales are 18 per cent ahead of 
last year and our customers are 
not price buyers, so we seldom 
hear a complaint about prices, nor 
do we often hear a complaint 
about wearing qualities. The an- 
swer to price is service.” 

*” * * 


Stans of getting 
together in shoes! Last week the 
shoe merchants of San Diego met 
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to organize as the San Diego Shoe 
Retailers’ Association under the 
leadership of Walter M. Vye, 
president; Russell Williams, vice- 
president ; and M. M. Jones, secre- 
tary ang treasurer. There were 
present merchants, owners of their 
own businesses, managers of spe- 
cialty and chain stores and depart- 
ment store managers. The family 
spirit was much in evidence and we 
hail the organization of the San 
Diego association. 

The fact that they organized the 
entire family in shoes at retail is 
an indication of the new spirit of 
progress. This first roster gives 
you an idea of the diversity of 
representation : 

John J. Fraser, Walk-Over Shoe 
Shop; Elmer Kenyon, Arch-Aicd 
Shop; Max Heimburg, Universal 
Boot Shop; E. E. Hopping, Nis- 
ley Shoe Co.; Fred W. Beamer, 
Lion Clothing Company; W. E. 
Secombe, Lewis Shoe Company ; 
L. F. Weggenman, Weggenman 
Bootery ; F. J. Laengle, San Diego 
Shoe Market ; W. R. Vye, Ground 
Gripper; Russell B. Williams, 
Williams & Weggenman; M. M. 
Jones, Wetherby-Kayser Shoe 
Co.; Mr. Schwab, Lewis Shoe 
Company. 


x ok * 
‘ead 


J ohn Holden 





of Wanamaker’s finds a very pro- 
nounced 


sympathy between the 
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new hats and new shoes and states 
very emphatically : 

“Shoes are every bit as excit- 
ing this season as the new hats. 
In the daytime they are high in the 
instep but in the late afternoon 
and at night they are quite open. 
Good shoes are appreciated by that 
discriminating part of the public 
who are more and more aware 
of the fact that a quality shoe has 
reached a level of price that is 
about constant for the season.” 


* Ox 


* 
| 


oo Ryan 
of St. Louis has just returned 
from abroad — 3- 11 - 13000 (3 
months, 11 countries, 13,000 
miles) and reports that in all de- 
pressed countries he at no time 
saw people without shoes. In fact, 
the only wooden shoes worn were 
for local color or sold to tourists. 
All over Europe he noted the in- 
vasion of the American sneaker 
and a new agility to people abroad 
brought about by its resilient 
tread. 

Incidentally, street begging as 
an art is decreasing over there and 
increasing over here. 

He sent to Charlie Williams, 
the mayor of Franklin Street, the 
following card which he picked up 
in France: 


aro) ! 1%, 


TDA 





Cordonniere du Chat Noir 
Williams Shoes 










ones C. Hutchings 
of G. F. Hutchings & Co., Ltd., 
of Bristol, England—is the first 
shoe man to sign up on England’s 
newest motor ship Britannic, 
scheduled to challenge the speed 
supremacy of the sea on Nov. 7. 
Great Britain has most of the speed 
records of the world and seeks the 
crown now worn by the S.S. Bre- 
men. Mr. Hutchings plans to 
spend a week in New York, then 
make a tour of Boston, Detroit and 
Chicago, returning home for the 
Christmas holidays. 





I, Thornton’s store, 
Princess Street, Edinburgh, Scot- 
land, there are featured men’s light 
rubbers with golf spikes. The 
idea is both new and practical for 
it permits of golf on a dewy 


morning. 
x * * 


OC scaitten merchants are 
subject to a reading tax and as a 
result, the Boor AND SHOE RE- 
CORDER will be admitted into Can- 
ada only after a duty of five cents 
per copy is paid. Tariff classifica- 
tion is a strange political practice, 
for we find the majority of gen- 
eral magazines and business papers 
subject to a duty of five cents per 
copy while most religious, medical 
and financial papers are admitted 
free. 

Also, if you are writing letters 
to England, Ireland and Scotland, 
remember to put on a five-cent 
stamp instead of a two-cent one. 

a 


Frank Melville, Jr, 
chairman of the board, Melville 
Shoe Corporation, New York, re- 
ports: “Observers generally note 
that the public today is showing 
a keener appreciation of values 
than ever before, and this is espe- 
cially true in the shoe industry. 
The consuming public wants to 
know about materials, about work- 








TEST YOUR SHOE 
KNOWLEDGE 


Questions Covering What You 
Should Know, by A. L. Evans 


Our readers are invited to submit quer- 
ies on any pertinent matter. 


1. Who was George Fox? 

2. Lasts are made from what wood? 

3. Where did the name “oxford” 
originate? 

4. When did shoemaking begin to 
emerge from the handcraft 
stage? 

5. What is “latex”? 

Turn to Page 54 for the answer! 


manship, about styles, but above 
all it wants to know gomething 
tangible about utilitarian values. 

“Like nearly all businesses, we 
have discovered new short cuts 
and new efficiencies during the de- 
pression, and the savings resulting 
from these we have passed along 
to our customers. That these 
customers genuinely appreciate 
saving on their shoe bill is proved 
by the fact that for the first six 
months of 1931 the Thom McAn 
stores sold 200,000 more pairs 
than in any like period of their 
history.” 





The National Shoe 


Travelers Association urges lower 
hotel rates in line with the cuts in 
all commodities and salaries. It is 
time to make it easier for goods 
to flow from factory to store and 
that is accomplished by making it 
easier for traveling men to make 
more trips and sell more goods. 
Tom A. Delaney has almost given 
up the campaign to reduce Pull- 
man rates and interchangeable 
mileage in view of the fact that the 
high rates have forced many a 
traveler to journey by car—some- 
thing that would not have hap- 
pened if railroads had been consid- 
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erate to the commercial traveler 
whose work produces for them the 
transportation of goods. He be- 
lieves that if something could be 
done to make it easier to travel, 
better business will come there- 


from. * * »* 





ead shoes the 


world over will result from the in- 
crease in exports of dressings and 
shoe polishes. From January to 
June, 1,583,184 pounds of shoe 
and leather polish were exported. 
Shoe polish follows the road- 
maker, and the greatest increases 
in export sales are to Argentine, 
Philippines and Egypt. Thus the 
lad with the shine box is set up in 
business with a little American 
dressing, a few old rags and elbow 
grease. * * x 


CA Sie 


as managing director of the Crad- 
dock Terry Company, reports the 
August production of shoes is the 
largest in the forty-four-year his- 
tory of the business. Furthermore, 
inventories of finished goods were 
reduced considerably more than 
$100,000. Such indices of prog- 
ress make it appear possible that 


‘sales in dollars as well as in pairs 


may be well ahead of the same pe- 
riod last year. 
* * * 


Leather suspenders 


make extra money in shoe store 
merchandising for the Christmas 
season. A new bulletin has been 
issued by the New England Shoe 
and Leather Association indicat- 
ing a lively demand for suspend- 
ers made entirely of calf leather 
except for a short elastic back 
strap and brass buckle. They come 
in three shades of tan. The first 
all-leather suspender was of kid 
skin. If this is a revival of sus- 
penders, can boot straps be far be- 
hind? By this token we expect to 
see many a leather article on dis- 
play in shoe store windows this 
Christmas. 
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WwW. H. Moulton, 


president of the International 
Shoe Company of St. Louis, 
states: “Early in 1930, our com- 
pany produced somewhat in excess 
of sales. Since May, 1930, oper- 
ations have rigidly followed sales. 
The past five weeks our factories 
have averaged more than 185,000 
pairs daily, six days a week, 
which is more than 40,000 pairs 
a day in excess of our production 
of the same period a year-ago. 
The increase in pairs has not been 
reflected by an increase in the 
value of shipments measured in 
dollars. This is due to lower 
prices for shoes and a pronounced 
tendency of the public to accept 
cheaper grades. 

“Our company is just begin- 
ning one of the most comprehen- 
sive advertising programs in its 
history, which we are expecting 
to bring a substantial increase in 
sales.” 





Jack Leather Dorsey 
makes leather down in Chattanoo- 
ga, Tenn. Leather is his middle 
name and he’s proud of it. He’s 
proud of the leather that he makes. 
His family has been making 
leather for five generations and he, 
now 80, started to make leather 
in his grandfather’s tannery when 
he was but 16. It’s a leather rec- 


ord to be proud of. 
e. & @: °° 


The Boston 
Boot and Shoe Club, the only so- 
cial shoe club of the industry, now 
in its forty-fourth year, met last 
week. President M. P. Gaddis an- 
nounced the fall program com- 
mencing Nov. 4 to be followed by 
the Annual Ladies’ Night Ban- 
quet and Reception Dec. 9 and 
monthly dinner meetings in Janu- 


ary, February and March. The 


opening dinner Nov. 4 will cover 
the general business situation and 
outlook. 
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Ask Me Another 


—Is the hoarding of money that you men- 
tioned recently, still going on? 

—Yes; reliable sources of information report 
that great amounts of currency have been 
withdrawn from the banks during the past 
eight months. . < 

—What does this signify? 

—Fear, and a distrust of the security of 
some of our financial institutions. 

—ls this distrust warranted? 

—In certain sections it has been, but de- 
pendable opinion seems to be that the 
banks who have violated sound banking 
practice have been pretty well weeded 
out. This money should soon begin to 
flow back into trade or into bank reserves 


again. 
Sect 6 TEE, 


President 





Because of the resignation of 
August H. Vogel, a new member 
of the executive committee, Frank 
R. Lemp of the Armour Leather 
Company of Boston is now in 
office. 


Ses 








Robert F. Wilson, 
F.R.S.A., general manager of the 


British Color Council, Castle 
House, London, answers our cable 
by telling us the aims and objects 
of the Color Council “to limit the 
speculative element in color deci- 
sions which will make for econ- 
omy in purchasing and thereby ‘re- 
duce the risks of buying and hold- 
ing stocks.” 

The spring season leather card 
shows three specialty colors: Deep 
Beige, Dark Lavender, Gray and 
Havana—and five utility shades: 
Snuff, Mariner, Rifle Green, Vin- 
tage Red, Dark Olive Brown. In 
creating these colors for spring 
1932, the color selection commit- 
tee has taken into consideration the 
trend of fashion relating to shoes, 
hosiery and gloves in an effort to 
insure complete color harmony in 
the ensemble. 


ee 





“Yes, dear. They're wonderful shoes, but my pay has just been cut 10 per cent.” 
“Of course, but don’t you see, these shoes have been cut 25 per cent.” 
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MAX H. SOMMER 


Mr. Sommer says: 


“My belief is that the shoe industry 
needs a Walter Chrysler to put over big 
ideas. What would have become of the 
automobile industry at this time had not 
free wheeling come in. The shoe industry 
needs free wheeling and if it doesn’t get 
something like free wheeling it is likely to 
be very costly wheeling for some of those 
in the industry.” 











Serious | houghts about the 
WHY BUY 


Here is a challenge 
I fling in the face of the whole shoe 
industry : 

Why should any man, woman or 
child buy a new pair of shoes this 
Fall? 

Put yourself, Mr. Shoe Man, in the 
place of the great American public. 
Go down the street. Look in the shoe 
windows. Look down at your shoes. 
Ask yourself, “Why buy a new pair?” 

The shoes you see in the windows 
have the same toes, the same heels, the 
same colors, the same materials, the 
same patterns as the ones shown there 
last Fall. If there are any changes 
they are so slight they arouse no par- 
ticular interest. So why should you 
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Future of the Shoe Industry 


A NEW PAIR OF SHOES? 


By MAX H. SOMMER 


—elUlUCiCcrrrhCUCmCMS 


buy a new pair until the old ones are actually 
worn out? 

You read the shoe ads. They tell about the 
stores’ splendid fitting, good wearing shoes. You 
say to yourself, “But these old shoes of mine 
fit all right, and they’re still wearing all right. 
And the style—it’s no different. Why buy a 
new pair?” 

Gentlemen of the shoe trade, there is little 
reason why any man, woman or child should 
buy a new pair of shoes unless the old ones are 
simply worn out! A sad commentary indeed 
on the resourcefulness and ingenuity of the shoe 
industry. 

Let’s look around a bit. We see that one of 
the bright-spots of this whole depression is the 
electric refrigerator business. All over this 
country, at the crossroads and in the city, the 
electric refrigerator sales have run into impor- 
tant totals. 

I leave it to you. If there is anything on 
God’s green earth that is certainly not a neces- 
sity in a time of financial stress, it is an electric 
refrigerator. Not only is it a downright luxury, 
but a luxury that runs into the hundreds of 
dollars at every sale. 

Yet I have one and so have you. Why? Just 
because it is something new ; something we have 
never had before; something that makes what 
we already own seem ugly and out of date. 


Another example of the selling 
power of something new is seen in the women’s 
hat situation this fall. My head hangs in shame 
as I admit that, after ten years during which 
women’s shoes have been more important than 
their hats, the milliners, by a clever “coup de 
etat,” have relegated the shoe to second place 
among dress accessories. 
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While shoe manufacturers and designers were 
asleep at the switch, merely duplicating or tink- 
ering with their old reliable patterns, the mil- 
liners got wise to the situation. They dumped 
all their old familiar I’ve-got-one-like-it-at-home 
patterns in the ash can and brought forth an 
assortment of snappy derbies, then followed 
them up with a variety of cocky Eugenies. 
Women gasped and sputtered—but you know 
what happened. 

Every fashionable woman has this Fall been 
more interested in her hat than in her shoes. The 
hat trade has prospered, and the shoe trade has 
suffered accordingly. Why? Because the mil- 
liners struck a new note while the shoe indus- 
try played the same old tune with only a minor 
variation here and there. 


What would have become of the 


automobile industry at this time had not free 
wheeling appeared? I'll tell you what! A good- 
ly number of them who are today doing at least 
enough business to pay expenses would have 
been in the receiver’s hands. Down and out! 
Their names, trademarks which have taken years 
to build up, would have been wiped out of ex- 
istence, to be soon forgotten. 

But, no! Free wheeling, something new, has 
saved them! It has furnished the trade with a 
most powerful answer to the man who asks 
“Why buy a new car?” Believe you me, the 
shoe trade needs a Walter Chrysler, a big man 
who can put over big new ideas in a big new 
way. 

When I say the shoe trade needs something 
new, I mean a style revolution that will put over 
something radically different from what people 
already have on their closet shelves. Mark my 
[TUGN TO PAGE 38, PLEASE] 



























Exotic Slippers »»> 


<<« for Evening 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, Boot and Shoe Recorder 


Dente the depression, the spreading of a 


dollar over large areas and the savings bank complex in which so many of 
our new women are now indulging, the exotic evening mode remains an im- 
portant element in footwear, particularly during the Winter season. 

In the cutting up trade of the garment market we find lovely soft, sheer 
satins, beautiful brocades, triple crepes and brocaded taffetas in a renaissance 
of charming fabrics. Sheer velvets in very definite combinations, such as 
yellow and green, black with red, bright pink and blue, white and red, corn 
flower blue and pink, are featured as the backgrounds of period fashions. 

The new uses of furs and the draping of soft pelts, have made fur an easy 
trimming for luxurious evening clothes. The ermine cape, alone or com- 
bined with mink, is a smart trend and the pinnacle of high fashion. How- 
ever, when luxurious evening expression comes in through the medium of 
the evening coat, we must always remember that the sophisticated evening 
shoe is necessary to complete the ensemble. The uses of metallic meshes as 
inlays and exotic combinations of color with different surfaces in vamp and 
quarter of the shoe make possible the most individual and the most unusual 
modes for evening. 

Many merchants, realizing the necessity of keeping stocks down, are de- 
pending entirely upon dyeable brocades, satins and other fabrics, but for the 
specialty shop, which deals with the fastidious woman, there is the necessity 
of carrying a few exotic numbers, with inlays, strippings and color combina- 
tions in unusual patterns. 

The period dress, while carrying themes of the Second Empire and ex- 
pressing certain details of the Victorian era, has been so modernized that it 
in no way affects the general outline of the new shoe. The evening slipper, 
V [TURN TO PAGE 38, PLEASE] 

















This type of pattern in evening 
footwear is being featured promi- 
nently in bench lines. The lift 
and pitch of the vamp assure com- 
fort, while the use of overlay re- 
sults in one of the smartest sandal 
effects of this season. 

High riding straps with the 
forward movement of the quarter 
pattern always add sophistication 
to the ensemble. 














Boor AND SHOE RECORDER 
16 combining THe SHor RETAILER, Oct. 10, 1931 

















Range in popular heel heights for the current season, from low sub-deb type to breasted heel of moderate height. 


Heel Heights and Contours 


Demand Is for Moderate Heights and 
Lines That Are Smart and Styleful 


Fr aS SS 


The importance of the new heel 


contours and heights is a reflex of the introduction 
of the sandal and the acceptance of the play and casual 
shoe. A desire for moderate but styleful contours 
in heels is noted on most types of shoes. 

The importance of the colored sandal, built almost 
on the lines of a house shoe, demands the low block 
heel and airy patterns. Blue, green, yellow and black 
patent are being manufactured in volume lines as 
well as stock sandals in white calf, kid and prints. 
The covered heel, covered with the same leather or 
fabric as the quarter, is again smart. 

The new sub-deb and growing girls’ heel known 
as the College Continental, is not the pure straight 
continental of other days, but is an adaptation of this 
sophisticated heel for the younger girl. The take-out 


on the back line is very much in the spirit of the young 
and looks well when worn by those who are in the 
growing ages. 

The next heel of great interest is the petite Louis 





which, in many instances, is displacing other heels for 
dancing mothers. Many of the older women find that 
the petite Louis is very desirable for bridge, restau- 
rant and dancing wear, although this heel is also ex- 
tensively bought by the young miss and the debutante. 

Young daughters from ten to sixteen find these 
heels most desirable for looks as well as comfort, as 
the type suits the age, namely, the growing girl. The 
pitch of these types helps to take the bite out of the 
vamp line. 

Women of fashion and those who like the newer 
things are very partial to the new Empress heels. This 
style enables the wearer to have the larger surface top 
lift with all the appearance of the slender heel. 

Brocades, tinsel and impressive evening footwear 
fashioned of rich and sumptuous fabrics lend them- 
selves to the spirit of this type of heel. 

Because of the difference in the new silhouette these 
heels are important and are atune with the more fem- 
inine dress styles. 
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Four heel designs that promise to be in decided demand this season. 


















Good Windows Are Magnets That 


When You Plan Displays Don’t Be Afraid 
To Be Different—Build a Bridal Window for 
October, the Peak Month for Fall Weddings 


Vv 


Fai is a season when folks go 
window shopping and it pays the shoe merchants to 
snap up their displays with new merchandise and 
bright, attractive settings. A large percentage of 
shoes are sold through the windows to the extent 
that men and women who dislike going into stores 
and trying on shoes without making a purchase, 
study the styles and make selections from the dis- 
plays. This is especially true at the beginning of 
the season, when most people are interested in find- 
ing out what’s new—and where. 

It’s a pretty difficult thing to determine how many 
shoe sales are made—or lost—through the windows. 
At least this is certain: Good window displays are 
magnets that pull customers into stores. And unless 
customers come in, even super-salesmanship can’t 
sell them. 


wT W 


Some of the older generations can recall the time 
when cheap stores had men out in front to button- 
hole anyone who paused in front of the store and 
gave the slightest indication of being a likely pros- 
pect. Not even second-hand stores do that any more, 
except in a few sections in some of the big cities. 

But after all isn’t that the job of the display 





KEEP YOUR WINDOWS CLEAN! 


T° Clean Store Windows—For cleaning the large 

panes of glass of store windows and also the glass 
of show and display cases, a semi-liquid paste may be 
used, made of calcined magnesia and purified benzine. 
The glass should be rubbed with a cottom rag until it is 
brilliant. Clean windows improve appearance of shoes. 
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window in any store, to stop customers and draw 
them inside? To do that nowadays a window display 
must have something unusual and exceptional, some- 
thing that makes it different from other windows. 
The history of the thing is that it’s the background 
and the setting that stop people and get their atten- 
tion, and the merchandise and the manner in which 
it fs displayed pulls them into the store. In the last 
analysis it’s the shoes that people are interested in, 
the style, material and color and, last but not least, 
the price. 


One big mistake shoe men 


have made and are making in their window displays 
comes from a tendency to be too traditional. Per- 
haps there’s a bit of laziness at the bottom of it. After 
all, it’s hard to be everlastingly original. It takes 
some real effort to think up and develop a window 
display that is based on a new idea. 

Most stores feature white footwear for weddings 
and graduations, etc., in June, and it’s the obvious 
thing to stage a football window in October. As a 
matter of fact, October comes pretty close to being as 
big a month for weddings as June, so why not plan 
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Pull Customers into Shoe Stores 





Tell customers how you can dye shoes 
to match gowns! It means extra pair 
sales for you. Extra services at retail 
attract new customers and by bringing 
in new people you make your business 
grow. Growth is a sure sign of life. 











a wedding window next month? You'll find a good 
suggestion in the illustrations accompanying this ar- 
ticle. The fact that it’s unusual will get attention. 
Try to work out a lot of ideas that are different and 
unusual during the fall and early winter. Tie your 
displays up with current events and happenings in 
your town, but do it in a novel and original manner 
that will stamp yours as a distinctive store. 

When a store has a reputation for window displays 
that are out of the ordinary, people make it a point 
to look for what’s coming next. The element of curi- 
osity makes for a continuity of interest. This is a 
big asset to any store for it gives assurance that people 
will see and give attention to each successive display 
of merchandise. Once you gain attention, sales fol- 
low as a matter of course. 














IRVING GROSSMAN 


NE of the great industrial leaders of this country has said: 

“Give me fifty thousand real sales managers and | will lift 
the ‘deep’ out of depression and make it a hill down which pros- 
perity can coast into every house and habitation in America.” 
The first of the shoe sales managers to express himself on the 
problems of the day is Irving Grossman, pictured above. 

He is a young man who keeps himself vigorously enthusiastic 
by sales managing from the field and not from the office desk. 
We have known him since he was in the stock department of the 
Diamond Shoe Company. During the war, he was buying steel 
and making guns for the War Ordnance Division. After the 
armistice he peddled Diamond shoes around New York City. He 
called on |. Miller and sold an idea and next we see him as 
advertising manager for |. Miller & Sons, Inc. Conscious of the 
fact that the important factor in merchandising was the dealer, 
he organized the “dealers’ service department on merchandising 
and selling” and the next step up was to sales managership— 
the office he now holds. 

(Editor’s Note.) 


Some of Them Are a Little Shame-Faced, 
Some Cross, but Most of Them Are Frankly 
Happy to Greet the Shoe Salesman—For 
New Style, New Prices and New Quality 


20 


Are Renewing Customer Confidence. 


By 
IRVING GROSSMAN 


. Tee is today, there always has 
been, there always will be—a market for quality 
footwear. While this market, embracing shoes at 
$10.50 and more, comprises only 8 to 9 per cent 
of the entire footwear volume sold in the buying 
centers of this country, it repays careful cultivation. 
While general business conditions may reduce or in- 
crease this volume, the degree of change is a great 
deal less than usually appears on the surface. 

Since 1929 there has been a decline in the quality 
footwear volume in some stores. Yet, in the final 
analysis, the decline itself has been of less importance 
than the mental attitude it has bred—than the fears 
it has fostered. 

From an analysis of every scrap of information 
available—both from our retail and dealer organiza- 
tions—we are convinced that there will be a very 
welcome increase in quality volume, which will become 
apparent as soon as the Fall season is well launched. 
Supporting this belief we have a number of encour- 
aging elements to consider which are presented and 
analyzed herewith. 

If we make an analysis of the reasons behind the 
reduction in the sales volume of quality footwear in 
certain districts, we discover that they have either 
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spent their force or can be corrected by the dealer him- 
self. These reasons fall logically into three groups: 


1. Thousands of women who had worn quality 
footwear for years have been forced to adopt 
shoes of lesser quality through personal circum- 
stances. During 1930 this conversion was felt 
very sharply, but relatively little further change 
in the downward direction is expected for the 
Fall of 1931. 

2. Thousands of other women, as well off financially 
as ever, began buying lower priced shoes through 
fear and caution rather than through necessity. 
This factor of fear, we feel, has entirely spent 
its force and we are already finding these cus- 
tomers returning to our stores for the quality 
shoes they have always worn. 

3. A third and very vital source of loss has been 
occasioned through the starvation of quality 
stocks—through a cutting 
down of inventories to 
such a point that many 
customers who were pre- 
pared to buy quality shoes 
were forced to seek the 
sizes, patterns or mate- 
rials they desired in the 
lower priced field. Ob- 
viously this is one of the 
ills the dealer has brought 
on himself and should be 
quickly and completely 
cured. 


In the first place, the wo- 
man who has always worn a 
quality shoe has accustomed 
herself to the “feel” that only 
quality imparts. She has 
known pride of ownership. 
She has known comfort. She 
has known a confidence in the 
product and the style of the 
product that comes to. everyone who pays a better- 
than-average price for the merchandise he buys. 


are now vital. 


"Fhees quality customers 
are coming back to our stores by the dozen. Some 
of them are a little shame-faced. A few are cross. 
But many of them tell us frankly that their experi- 
ments with lower priced shoes were unsatisfactory. 
They did not, as they had expected, find any real 
economy in lower priced footwear, and in addition, 
sacrificed the other elements of comfort, pride of 
ownership, and style confidence. We predict that 50 
per cent of our losses from this source since 1929 will 
be wiped out by the welcome return of our old cus- 
tomers to the quality field. 

The dealer who graded down his line to a point 
where he could no longer be considered a quality mer- 
chant is now in a cat-and-dog fight over the available 
business in the low priced field. He is far from being 
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/1| OOSE and indifferent methods 
of merchandising will not 

bring results today. We are ina 
period of transition and it is neces- 
sary rapidly to adjust our means to 
the ends in view. All slack must 
be taken up. Wastefulness and 
guess-work must be eliminated 
and every opportunity, as it pre- 

. sents itself, must be used to the 
advantage of profit. Little things 
that were once inconsequential 
We cannot, we 
must not meet a 1931 market 

with 1929 methods.” 
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happy, and he knows that it will be a hard and pain- 
ful job to get his quality customers back again. 


So while there is slightly less 


total volume of quality business to be had just now, 
there are fewer merchants to share it. This is of 
both immediate and future importance to every qual- 
ity merchant; for not only will there be a share of 
the business the other fellow had dropped, there w.1l 
be in addition, the definite assurance that much of the 
quality competition has been eliminated permanently. 
The quality shoe merchant is in an infinitely pleas- 
anter position today than the fellow who is trying 
to establish a réputation for quality with a low priced 
line of shoes, and if he will merely take advantage of 
the currents, if he will watch 
his opportunities, his selling 
methods, his promotion plans 
and his stocks, he will not only 
hold his own, but will make 
far strides toward a more 
prosperous and a more secure 
future. 

Loose and indifferent meth- 
ods of merchandising will not 
bring results today. We are 
in a period of transition and it 
is necessary rapidly to adjust 
our means to the ends in view. 
All slack must be taken up. 
Wastefulness and guess-work 
must be eliminated and every 
opportunity, as it presents 
itself, must be used to the ad- 
vantage of profit. Little things 
that were once inconsequen- 
tial are now vital. We cannot, we must not, meet a 
1931 market with 1929 methods. 

The problems, really, are quite simple. If you can 
keep your present group of quality customers, if you 
can get a fair share of the new customers being devel- 
oped every day, and finally, if you can increase the de- 
gree of loyalty of these customers, you will have solved 
every possible question. But to do these things, you 
must take certain definite steps. As never before, you 
must apply sound, sane and thoughtful principles of 
merchandising in every effort you undertake. 

Consider first of all the caliber of your personnel. 
Your floor men must not only be neatly dressed and 
well mannered, they must be intelligent and properly 
trained. The responsibility for the training must rest 
largely with the department manager, and this phase 
of the work will be discussed later on. 

Your store and window dispiays must reflect the 
character and quality of your product. A few dollars 
[TURN TO PAGE 62, PLEASE] 
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When Economy Is Extravagance 


Economy is not always efficiency—for it can be ex- 

ceedingly wasteful. A shoe merchant in attendance 
at the Styles Conference this week, was bragging about 
his capacity for work. He had added one more job to 
the five that he was now endeavoring to straddle. His 
final job was that of styling. To listen to him talk, you 
would imagine that he, and he alone, was carrying the 
business over this period of crisis because of the fact 
that he had eliminated five employees and felt capable 
of pinch-hitting for even more. The more he talked, the 
more you realized that economy by his method was a 
process of giving each little job a pat on the back and 
rushing on to something else. 

If what he is doing is economy, then old Doc. 
Efficiency is stepping around that store with crutches. 
As we talked to him it seemed that his mind was in a 
dozen places at once. We are going to watch his stores 
and observe the outcome of one man trying to do the job 
of boss, buyer, accountant, advertising man and stylist— 
all in one. 

Some stores carry the economy even farther along. 
They cheapen fitting-stool service. One merchant, scru- 
tinizing the salary list of salesmen on the floor, decided 
for “sweet economy’s sake” to cut his salary costs in two 
with cheap help. Customers came in asking for Mr. 
Jones, Smith and Green and found young Harry, Henry 
and Tom doing a boy’s job where an experienced man 
was needed. Just another example of economy that can 
be extravagance. ; 

A peculiar form of economy through merchant neglect 
of store fronts, awnings and interiors continues under 
the policy of let well enough alone. 

Here and there, through industry, we see examples of 
the new martyrs of economy who brag about wearing 
last year’s shoes, suits and hats. One store, in imitation 
of “it’s smart to be thrifty” says “it’s socially correct to 
be economical.” We say, instead, that the entire scheme 
of economy has reached a ridiculous point. It is time 
to bring common sense into business life, home life and 
all life. All the little whittlings that are made for econ- 
omy’s sake are not to be compared with one healthy effort 
made in the direction of selling a useful article in the 
right way. 


IE “this economy” economic? That is the question. 


Good goods deserve good service if they are to 
bring good money. It is time to call a halt on the 
“chislers.” What was once a term for sharp prac- 
tice in trading is now likely to become a national 
habit. If it goes any further, it will destroy, by 
cheapening, all institutions, all services and all 
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products. We repeat, economy carried too far can 
be both wasteful and extravagant. 


An amazing advertisement appeared recently by a New 
York store. It showed the lowest price possible for an 
article of furniture. We reproduce it. We tried to see 
how far down we could go in the making of a pair of 
shoes. Even though we used ten cent store materials, 
we couldn’t build a pair for less than 25c. Then some- 
body suggested using old automobile shoes for basic ma- 
terial, but lo and behold, that is already a flourishing in- 
dustry—for on the fringes of the Sahara Desert an in- 
dustrious cobbler is making desert footwear out of old 
automobile tires. He takes his pay in figs, dates and 
what have you. So you see there is a possibility of an 
end of all economy as revealed by this furniture illustra- 
tion and the desert shoe story. 

If any other examples of ridicule are needed to call a 
halt to senseless economies, we stand ready to supply 
them for use in advertising, window and in face-to-face 
conversation with man, woman and customer. 


The Lowest-Price 
Furniture Ad 
Ever Published! 


CLUB CHAIR 
and OTT 











fe everything, after all 

oe vee by hry-tipd zioker” in the merchandising deck—end in this day, where lowest-of-elltime prices 
prea rece.@ price of an commodity or service you may purchase is secondary, and i 

sgh mony have hove ane raer Jew money. No store undersel Seche on comparable mer: 

chandise—elthough many home-things for below standard of quality ind construction that we 


i The.ultimate economy in 
@ fitting chair and stool. 
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SPECTATOR TOWN 
SUEDE SHOES 
IN STOCK 
The “Hamilton” 
16/8 Leather Heel 
Stock No. 2885............ $5.25 
Black Suede; Gun Metal Calf Trim 
Stock No. 1885 ............ $5.25 
Brown Suede; Brown Calf Trim 
The “Spectator” 
16/8 Leather Heel 
Stock No. 2861 ............ $5.35 
Black Suede; Gun Metal Calf Trim 
Stock No. 1861 $5.35 
Brown Suede; Brown Calf Trim 
The “Stockton” 
16/8 Leather Heel 
Stock No. 2810 ............ $5.35 
Black Suede; Gun Metal Calf Trim 
Stock No. 1810. ........... $5.35 
Brown Suede; Brown Calf Trim 
Scale Sizes Nos. 2885-2861-2810 
AAAA AAA AA A B C 
6%-9 5-9 4%-9 4-9 3%-9 3%-8% 
Scale Sizes Nos. 1885-1861-1810 
AAA AA A B Cc 
5-9 4%-9 4-9 4-9 4-8 
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T is mot our goal to build in great 

numbers, but rather to build in 

great excellence for those who love 
fine things. 





FEDER-GREGG 
Quality 


LIGHTWEIGHT 


WELTS 


@ 


CARRIED 


IN STOCK 


TERMS 2%—30 DAYS 


@ 


The 


Feder-Gregg 
Shoe Co. 


CINCINNATI, OHIO 


Uy NN 





SHoe?> 


“Smart Shoes for Women” 
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UNLINED 
ACTIVE SPORT SHOES 


IN STOCK 





The “Scottie” 
1342/8 Leather Heel 
Thin Rubber Top 
Color 6 Norwegian Grain Calf 





Stock No. 1212............ $5.00 
AAA AA A B C 
5%-8 5-8 4%-8 4-8 414-8 





EVERY DAY SELLERS 
IN STOCK 





The “Laurel” 


16/8 Leather Heel 
Built in Arch Supporting Steel Shanks 


Stock No. 2111 $5.25 


Black Kid; Black Chameleon Lizard 
Calf Trim 


Stock No. 1111 


Java Brown Kid; 
Brown Chameleon Lizard Calf Trim 





AAAA AAA AA A _ B Cc 
6-9 5-9 44%-9 4-9 4-9 4-8% 











Trends on Fifth Avenue 


Black and Brown Dominate the Footwear Fashion Picture 


By MADAME HAMILTON JEFFRIES 


Fashion Editor 


The white satin evening slipper at the left is a 

Milgrim model which illustrates the present popu- 

larity of the trimmed or fancy pump. Silver and 

gold kid are used for the trimming in this in- 

stance. At the right, a smart black suede strap 
pattern by Walk-Over. 














Modern Mode fea- 
tures this smart de- 
sign, with alligator 
throat trim and 
novel toe treatment. 


At the left, a short vamp black 
patent leather oxford by Modern 
Mode, with inlays of black ribbed 
faille. Oxfords are showing a very 
decided popularity this season. 


ihe avenue remains black and brown 
despite the desire of the shoe merchants to start the much heralded 
demand for green street footwear. The acceptance of rust and brick 
colors in woolens has far exceeded anticipations of the ready-to-wear 
buyers and as these newer garments and colors are trimmed and banded 
with deep and rich brown or black, it follows that brown or black foot- 
wear still remains in the picture. 

Modern mode has on display some very attractive new tips in genuine 
alligator on dark brown suede. Tips of this character will continue 
through the Spring and Summer both in growing girls’ and women’s 
spectator shoes. 

The narrow banding around the throat lends a trig and tailored 
look to the shoes. I. Miller shows a square throated pump in varied 
combinations, sometimes with light green pipings and again with 
gun metal or red. Combinations of suede and alligator featuring the 
small Second Empire period throat buckle in gold and artillery bronze, 
are also new and smart. 

An outstanding shoe styled by Modern Mode is a black patent oxford 
and black ribbed faille combination. These types of combination shoes 
are being shown in many lines of extra shoes for occasional use and 
are also correct for town wear. 

There is this season a great interest in refined types of footwear, 
bronze being featured in such shops as Bergdorf-Goodman and the 
Bonwit Teller store. Perhaps the multi-colored tweeds in brown, rust 
and yellow tend to keep the brown shoe in the picture, and as brown 
complements most of the tweeds of this season, the brown shoe con- 
tinues in popularity. 

As the season progresses, light tweeds in the sheerest fabric weaves 
will be worn well into the Summer, hence the lighter browns in coffee 
tones with a jump into white for Palm Beach, follow as a volume 
promotion. 
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Black suede pump 
with light green 
piping and patent 
leather trim de- 
signed by |. Miller. 


There is a decided interest this 

season in more refined types of 

footwear. Bronze is being fea- 

tured by stores like Bergdorf-Good- 
man and Bonwit Teller. 
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WOMEN WHO 


MART styling and superior craftsmanship are 

both very evident in these shoes, yet because 
they share in the economies made possible by 
the unparalleled facilities of the world’s largest 
shoe makers, they can be retailed profitably at 
the remarkably moderate price of $8.50, showing 
you an average mark-up of more than 40%. 
dependable In-Stock Service makes it possible 
for you to turn your stock frequently without 
burdening yourself with a large investment. 


Wire for salesmen or send a test Mail Order 
for the patterns shown here. We will be pleased 
to have you compare “Trim-Treds” with other 
shoes selling at the same or higher prices. 


A catalog of all 


IN STOCK 


numbers will be sent upon request. 


| | \ 
PREFER REALLY FINE SHOES § 





ee 


but wish to . 


he thrifty, hind their 


desires Selisfied + in 
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fine shoes 








Saratoga 
Stroll Last—15/8 Covered Cuban Heel. 


LZ ELE: 


3018-1—Black Kid ~— Gun Metal 
Lastre Kid Trim .cccccccccccces 5. 
AAAA—5¥-10, AAA—5- - AA—4%-10, A—4-10, 
B—3-10, C—8-10. | 


Sizes 9% and 10 in all widths, 50 cents extra. 





DO EYP 








Yonkers 


Yorker Last—17/8 Tucked-in Cuban Heel. 
3017-4——Dark Brown Kid with Autumn 
WEG TUE co occccccccccecceees $5. 
3017-1—Black Kid with Gun Metal 
Lustre Trim 


AAAA—5%-10, AAA—5-10, AA—4%4-10, A—4-10, 
: B—3-10, C—3-10. 
Sizes 9144 and 10 in all widths, 50 cents extra. 


An additional charge of 25c. per pair is made for all orders of two pairs or less 


AVENUE SHOE CO 


Branch of International Shoe Co. 


ST. LOUIS, MO. 
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The STRAND, herewith pictured, is re- 
ported by French, Shriner & Urner as being 
one of the most rapidly successful new 
models they have ever added to their lines. 
The smart new last is a departure from the 
old-mannish types on which so many kid 
shoes for men are offered, and this fact in 





itself is considered a very important reason 
for the early success of the STRAND. 


RUBY KID is the standard black kid leather 
for the STRAND which French, Shriner & 
Urner characterize as “The Very Finest 
Shoe a Man Can Buy.” 


* 
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Standardize on Cvanz. Brande 






IN THEIR VERY POPULAR NEW STYLE 


THE STRAND 


FRENCH, SHRINER & URNER Standardize on 


| (Luby K/ = 


“Quality Built In—Not Rubbed On” 
is the significant slogan of French, 
Shriner & Urner of Boston, whose 
long and honorable record as makers 
of finest quality shoes is nationally 
known. 


Naturally a very large portion of their 
business is made up of “steadily re- 
peating” customers who have learned 
to like and rely on French, Shriner & 
Urner shoes and buy them from 
season to season. 


In such a situation constantly upheld 
quality standards of materials and 
shoemaking are a necessity. 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 


Milwaukee Rochester 
St. Louis Boston 
Philadelphia Cincinnati 


* 








IT'S AN 


EVANS LEATHER 
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CUSTOMERS 
~ Can Still 


Be Sold 
FOOT HEALTH 


By JEROME J. SHOLEM 
Champaign, III. 


v 


Believing that the time has 


come when alert shoe merchants will shake themselves 
out of the stupor and illusion that the shoe business 
has “gone to the dogs,” that the cut-price chain stores 
have gobbled up the biggest share of the loaf and only 
the crumbs remain for the legitimate straight-shooting 
independent merchant, the Sholem Shoe Stores in 
Champaign have departed from the usual cut-and- 
dried method of “price advertising” with a full page 
announcement hurling a challenge to cut-rate shoe 
competition. 

The shoe business has not gone to the “dogs,” and 
as our advertisement quotes, people still buy shoes to 
wear on their feet. Is it not high time that progres- 
sive shoe merchants throughout the country devoted 
more energy toward selling their customers on the 
supreme importance of foot comfort as a matter of 
good health? 

If the manufacturers of Listerine can sell their 
customers on the utility of their product as a preven- 
tive of halitosis, the Life Buoy Soap can put across 
“B. O.” as a selling idea, and another manufacturer 
can persuade the public that “athlete’s foot” is a 
malady which his product will prevent—then surely 
the intelligence of shoe manufacturers and shoe deal- 
ers should not be greatly overtaxed in putting across 
a* program that “GOOD SHOES ARE ESSEN- 
TIAL TO GOOD HEALTH.” 

To scan the advertisements throughout the news- 
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—_ eee CHAMPAIGR BEWS-OCALETTE -- 


““ You Can Buy Cheap Shoes “ 
- - But You Can’t Buy 
Another Pair of FEET - - 





flooded with the chewest end poorest quality shoes ever shee eaperience, we have sever son s0 many pootly com 
known, it will pay you to be more carctul in the selection ructed -adutterated in quality only a thin veneer 
your footwens. Terre att ae tain Lenny Assets pale, 
wr to meet the temptation prices.” 
«THINK TWICE before you yield to the 
page tea ee ae WITH QUALITY LEFT QUT--comfort end good werk 


tmeuship mite, - WHAT GOOD IS A PAIR OF SHOES? 


After all, You Buy Shoes to Wear On Your Feet! 
You Have ONLY ONE PAIR OF FEET-~It Pays to Be Good to Them 


GHOES-~-enlike other wearing apparel, must yo can’t build a watch in a blacksmith shop. 
twenty-tix bones in - Likewise, it takes skilled labor to make shoes. Union 
peng pliner hyehinng dg tip + pe pede meee OY 
sboes on asmembling 

po ok onda LA Sol 7 





rou Le JUST EXACTLY 
‘WHAT YOU PAY FOR! CHEAP PRICES MEAN 
(CHEAP QUALITY AND POOR WORKMANSHIP Re 
quien 


‘tO cubetinate fer Leather! 


For 58 YEARS cnr business has been built upon a 
foundation of QUALITY]... we are in business to STAY 


and we wll NOT te moked ane cattmmer 
with bw priced, nheror merchamdion. That io why our business hes remained GOOD while others 
tat depression and “Hard Thee” 


THS FALL WE OFFER YOU THE LARCEST SELECTION OF WALK-OVER 
FOOTWEAR FOR MEN AND WOMEN EVER BROUCHT TO THIS COMMUNTY 


set SHOLEM'S tz 


' Boot SHOP 
New 
eS Union the Ovaenbip f JEROME }. SHOLEM eae 


= CHAMPAIGN 


Opening gun in an advertising campaign by Sholem’s of Cham- 
paign that hurls a challenge at cut-rate shoe competition. 








temp There 
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papers today in this country the average reader is left 
to believe that only price appeal remains. “Ten dollar 
shoes for $3.98,” “Genuine reptiles for $2.98” and all 
such ridiculous statements, must eventually have only 
one fatal result—THE UNDERMINING OF ALL 
THE SHOE INDUSTRY. 

Have legitimate shoe merchants capone how 
to fight? Have they. forgotten all they ever knew 
about those primary essentials of honest shoe con- 
struction that determine the foot comfort and wear- 
ing qualities of a pair of shoes? To the average 
public one pair of shoes may look just like another. 
Isn’t it time that the public be shown the difference 
between a pair of $2.98 and a pair of $10.00 shoes? 
Isn’t it up to the manufacturer of good shoes as 
well as the retailer? 


There are still plenty of people who are still able 
to purchase good shoes. There are still thousands of 
government employees, city and county employees, 
thousands of school teachers, professional people and 
executives who have not at any ‘time felt the depres- 
sion acutely, and who are still able to buy good shoes. 
Union labor is still receiving prosperity wage scales. 

Despite the advice of pessimistic bankers, the fact 
remains that the deposits in almost every active bank 
are at their highest peak in a score of years. Savings 
accounts have broken all records and there are plenty 
of people who do have money to spend and would 
spend it if convinced that they are getting their 
money’s worth in purchasing good shoes. 
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ey This getting back to normal...how 


much cooperation are you getting from your source 
of supply P 

Are factory prices in step—or out of step— with 
your prevailing retail prices? 

In other words, are you buying fine, top-flight 
men’s shoes to retail at $11.50 and $12.50 at prices 
that permit you a full 40%—or more—gross profit? 
There’s no question about it—if you’re buying 
Stetsons. For Stetson factory prices are so fixed 
as to earn you a minimum of 40% gross profit— 
whatever the reading of the business vane. No 
“fair weather” prices when the indicator says 
heavy going. Factory and retail selling prices 
parallel at all times. 





Stetson’s cooperative policy assures the dealer 
the greatest gross profit in “higher bracket’’ shoes. 
Stetson’s craftsmanship and quality assures the 
greatest footwear value, bar none. Stetson’s ingenu- 
ity assures the greatest individual selling feature in 
men’s shoes...every STETSON for men is “broken 
in” at the factory, giving instant comfort from fit- 
ting to final mile. Stetson’s famous In-Stock service 
— Dept. 5—most systematic and prompt in the busi- 
ness—assures a greater turnover and profit for you 
on a minimum investment. 

With a setup like this, doesn’t your good common 
sense nudge you to... Buy and sell Stetsons? Of 
course, it does! Write for Dept. 5’s latest catalog. 
The Stetson Shoe Co., Inc., South Weymouth, Mass. 


STETSON SHOES 


FOR MEN AND WOMEN 
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Today shoe styles go by the heels, 
for the eye of fashion is focused on 
the rear of the shoe. The advance pa- 
trol of the parade of fashion now 
chooses the heel first, according to its 
elevation, pitch, contour and deport- 
ment. The inimitable grace and beauty 
ef the wood heel cannot be surpassed, 
while its individuality and lightness 
give the shoe qualities which appeal 
to women. Manufacturers have found 
that the sales value of women’s foot- 
wear is largely dependent upon the 
symmetry and outline of the rear por- 
tion of the shoe. All Mears Wood 
Heels are accurate duplications of the 
original model—they are made with 


mechanical precision. The inaccura- 


= mar eee bi _ Na we)? MARK 
the style of the shoe, are eliminated. 


HEELSEAT 


FRED W. MEARS HEEL COMPANY unc. 


AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 


Associated Companies 


Conway Wood Heel Company, Conway, N. H. 
Merrimack Wood Heel Company, Salem Depot, N.H. 
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Why Customers Leave Home 


Improper Fitting the Biggest Factor in Failure 
of Shoe Stores to Hold Patrons, Survey Reveals 


By WALLACE R. CLARK 


Au shoe merchants are interested 
in good advertising. Modern chains and individual 
retailers are budgeting a large amount to this de- 
partment—endeavoring to bring in new and to keep 
old customers. Fashion, style, price, sizes, all have 
been stressed in advertising policies. Each has played 
its part in one or a series of customer appeals. 

One important factor in winning and holding cus- 
tomers, however, has not been adequately stressed. 
This is proper fitting. What 
does it avail the merchant to 
spend money in advertising to 
bring new customers into his 
store if he is losing those he 
already has through errors in 


Men and women everywhere 
are interested in fit. True, 
they may wear ill-fitting shoes 
for a time but eventually 


many shoe buyers forget this 
important point. The lines, 
trim, quality of leather re- 
ceive due consideration, but 
the last does not get the attention it deserves. 

An investigation of lost shoe customers in a store 
which conducted a charge account shoe department 
revealed the information contained in the accompany- 
ing table: 

Each of these reasons for customer dissatisfaction 
is a problem which should be tackled by the merchant. 
The most important cause is poor fit. To further 
analyze the problem of fitting one must study sales 
and service policy, store personnel and store super- 
vision. Two distinct causes account in large part for 
the poor fitting of customers: 

1. The P.M. or Premium System. 

2. Peak Selling Periods. 

P.M.’s. Many stores pay premiums to salesmen 
for the sale of high resistance merchandise—old 
styles, poor buys, etc. This encourages salesmen to 
sell this type of merchandise even when they are not 
properly fitting the customer. Of course such a policy 
decreases undesirable stock, but it should be used in- 
telligently. Teamwork is extremely necessary in the 
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What “Lost Customer” Survey 
Showed 


Reason for Dissatisfaction 
Shoes Did Not Fit....... 
fitting ? A Friend Had Not Been Satisfied... 25 14.7 
Prices Too High......... 
Did Not Like Styles...... 
PI oie vcwec vc 
Miscellaneous .......... 
Shoes Did Not Wear Well 
they will seek comfort. Too Wanted Better Shoes.... 


ee 49 28.8 


Liaiekcow oe 24 14.1 


organization which uses this policy. Educate the 
salesforce, supervise the P.M. Sales, have the floor 
manager check more closely on fitting at all times— 
most carefully on P.M. Sales. 

SELLING PEAKS. Another grave problem af- 
fecting customer service is the Peak Selling Period. 
In a particular store between 35 per cent and 38 per 
cent of the week’s business is done on Saturday. To 
procure this business special salesmen are employed. 
These extra salesmen account 
for about 40 per cent of the 
day’s receipts or 15 per cent 
of the week’s business. 

Fifteen per cent of our cus- 
tomers are served by salesper- 
sons who are not well acquaint- 
ed with stock, although the 


Number Per Cent 


iain as _ — majority are employed regu- 
bee ind 12 11 larly for this day. These 
eee 1 65 salesmen are more interested 

in current sales volume than 


profitable repeat customers. 
They definitely hinder a store’s 
policy of “Selling to Sell 
Again.” 

Education will improve this situation also but 
stricter floor supervision will do far more to remedy 
this evil. Take time to go over the new stock with 
your extra force. Tell them what you have learned 
of the fitting qualities of the new lines. Keep them 
posted on the old merchandise. Then watch their 
sales efforts CLOSELY. 

_ Not only should these shock troops be better trained 
and more closely supervised, but the regular sales 
force should be held to strict account for their fitting 
during these same peak business periods. Too often 
the high man sells more for current volume than for 
future business prospects. Enter the customer returns 
of each salesperson for the period of a month to see 
what fielding errors-returns-your sales team has made. 

Here is where advertising comes in. All the poor 
fits are not returned. You may hear nothing of them 
but other prospective customers will. Over 14 per 
cent of “lost customers” are trading elsewhere be- 
cause “a friend was not satisfied with the shoes.” 
[TURN TO PAGE 62, PLEASE] 
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REG. U.S. PAT. OFF. 


AMAZON FROG SKIN 
TRIMMED SHOES. 
»IN STOCK « 


AAAA6-9, AAA 5-9, AA 412-9, A 4-9, B3-9, C329 $ 15 
All Styles, Brown or Black, One Price . 





Style 8056—THE PLAZA 

Gengine Frog Vamp and Quarter Inlays 
Brown Kid id Vamp and Quarter 

Last 14 Heel 16/8 Leather, Fibre Lift 
Treadeasy Welt Construction 































NAKE, alligator, lizard—they’ve all been business- 
getters. Now Treadeasy introduces FROG SKIN 


Style 7086-—THE MITZI 
—to catch popular fancy and send cold weather sales soaring. 


Genuine Frog Vamp and Trim 
Black (Sain Finish) Kid Quarter and Heel 





This beautifully mottled leather is a distinct innovation. Its mellow ~ Pe... am 
color blends beautifully with black or brown. Though very soft, ces neat Kid Cruarter and Peet 


it is extremely tough—is exceptionally resistant to scuffing, crack- Treadeasy Littleway Construction 


ing and peeling. 

Treadeasy genuine Amazon River Frog Skin Shoes give you a 
chance to make a feature attack on your customers. Be the first 
in your community to show them! 


WINDOW CARDS TO HELP YOU SELL THEM... 


With each shipment of Treadeasy Frog Skins are included 
specially designed ‘‘Froggie’’ cards for your counter and 
window. Also especially prepared Newspaper Mats. 

Style 7085—THE REOLA 


SAMPLE PAIRS AVAILABLE NOW ... Write or Wire 
enuine Frog Vamp and Trim 


7 / Fs 
Black (Satin Finish) Kid Quarter and Heel 
P, W. MINOR & SON, Inc. ares 


Genuine lee Vamp and Trim 
: © nae. ' . Lena ES Con ocd 


Treadeasy Littleway Construction 
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Truth Takes a Holiday 


Another Ghost Story 


ee 








.. of the featured articles 


in last week’s issue of the RECORDER was a ghost 
story. It wasn’t an ordinary ghost story. It had to 
do with some of the ghosts that are haunting the 
world of business, and particularly with the ghost 
sellers, who exist in the imagination of buyers but 
who often prove the determining factors in closing 
sales and fixing prices. 

There are other ghosts than the ghost sellers abroad 
in the business world today. There is a great com- 
pany of evil spirits bred of haunting fears and dire 
obsessions who not only stand at the side of the buyer 
when he closes a deal but who lurk in the dark cor- 
ners of directors’ rooms when policies are being de- 
termined, who frighten merchants into doing things 
that are both foolish and unprofitable and who even 
follow men and women in the streets whispering 
malign mutterings into ears whom fear has made 
receptive. 

“You need those new shoes now, but better wait. 
You might lose your job or take a cut in pay.” 

“A new coat would give you a lot of comfort and 
pleasure now at the beginning of the season. But 
there’ll be sales later on and you can buy it cheaper.” 

In a recent bulletin on business conditions, the 
Guaranty Trust Company of New York observed: 
“The pall of fear that now enshrouds the world must 
be lifted before normal constructive forces can be ef- 
fective. That may come at any time or by slow de- 
grees. It lies in the realm of psychology, rather than 
economics, and is hardly subect to analysis.” 

Processes of the mind may not be subject to anal- 
ysis to the extent that they affect business by and 
large. They are subject to examination, however, to 
the extent that they affect the individual. And so- 
ciety is composed of individuals. Assuming that the 
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f “The pall of fear that now enshrouds the world must be lifted before 
normal constructive forces can be effective. That may come at any 
time or by slow degrees. It lies in the realm of psychology, rather than 
economics, and is hardly subject to analysis.” 


—The Guaranty Survey, published b 
Guaranty Trust Company of New Yor 








mind is normal, false psychology is likewise subject 
to correction. It is high time that many of those en- 
gaged in business subjected their own processes of 
thinking to a calm, clear, critical self-examination to 
determine what measures of correction may be nec- 
essary. 


Thhe grand exalted high chief ghost 
of the motley company that haunts the world of busi- 
ness today is the Fear of That Which Might Come 
to Pass But Never Will. The big fellow doesn’t ven- 
ture out very much in normal times. In normal times 
he couldn’t get very far. Business men wouldn’t 
stand for him. They are normally too sensible and 
level headed. In normal times they would quickly 
recognize him for what he is, the chief public enemy 
of business. They’d put him on the spot in short 
order. 

In periods of depression truth takes a holiday and 
fear gets a break. There is a tremendous interest 
right now in the question of when this particular de- 
pression is likely to come to an end. On the advice 
of eminent counsel, most of the expert witnesses re- 
fuse to answer. Sometimes there are certain advan- 
tages in not being an expert. You can hazard a guess 
without running the risk of being called to account if 
you guess wrong. On that basis the present writer 
is willing to predict that the end of this depression 
will synchronize approximately with the time when 
sanity returns and business men banish the ghost 
complex. You can’t make business good by shadow 
boxing. | 

Fear, in this instance as in most cases, is mixed 
with a liberal allowance of ignorance. Railway earn- 

[TURN TO PAGE 62, PLEASE] 
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“WHAT IS THIS 
DAREX SOLE?” 














DAREX SOLES start as a thick pad of new felted fibres manufac- 
tured especially for this purpose. This pad is impregnated with 
Latex, the purest form of rubber known. It is then compressed un- 
der thousands of tons cold pressure to one-fourth its original thick- 
ness. At no time during the manufacturing process is heat applied 
nor is the Latex subjected to any milling process. Consequently, the 
Latex sacs remain intact and the natural qualities of Latex are pre- 
served. This is why Darex Soles have unusual wear—unique insu- 
lating and perfect ageing qualities. 


The special patented process and strict manufacturing control all 
along the line give Darex Insulating Soles these advantages: 


1 Insulating—cool in summer, warm 6 Long wearing. 


in winter. 





A miniature rough 
Darex Insulating Sole, 


7 Resilient — decreases fatigue. 
2 Waterproof— unaffected by salt . 












or fresh water. 


3 Smooth-surfaced yet slip-proof— 
hold firmly on any surface, wet 
or dry. 

4 Won't mark any surface. 


5’ As pliable as the softest slipper— 
yet firm enough to protect the foot. 


8 Will not warp nor spread. Nor 
will they become brittle or de- 
teriorate with age or exposure. 


9 Smart suede finish. 


10 Combine all the advantages of 
leather and rubber with none 
of the disadvantages. 








made up as illustrated, 
will be mailed with our 
compliments to anyone 
who is interested in 
examining it. 


DEWEY AND ALMY CHEMICAL COMPANY 


C AM BR 1 
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The instructor says: “Don't 
toe out. Tread straight and 
you won't tire.” 


hey all sayiL 
















T 

Ora? Why not profit : 

Seiwa | 
endahealthierbod - & a ( ¥ ° "A, 

gla by it' 7 


For the first time in history the nation’s attention is focused 
on its feet. Feet have become news. Doctors, military au- | 
thorities, beauty specialists, health authorities, foot special- 





ists, combine to tell the public to quit toeing out. Each 
group advances its own reasons, but the advice in each case 
is the same—'‘Don’t toe out.” 





The modiste says: — ; : 
“Don't toe out—it | You, as a shoe retailer, certainly ought to benefit from this 
isn't becoming.” B 


—and you can. Fall in line with this made-to-order situation. 





Feature Tread Straight Shoes, which are so made that they 
aid the wearer to walk with toes pointed straight ahead. 
Take advantage of this unbiased advice to the public—this 
free publicity—and of our own extensive national advertis- 
ing, which neatly centers all this advice and publicity directly 
upon Tread Straight Shoes. 








Health authorities say: 
“Don't toe out—lots of minor 
ailments besides foot trouble 
come from it.” 


Tread Straight Shoes are made for men, women and chil- 
dren, so at one and the same time your appeal is made to all 










the family. Study the scientific construction features of 


TREAD 
Qu: 


Boor AND SHOB RECORDER 
36 combining THE SHOE RETAILER, Oct. 10, 1931 








Foot specialists say: “Don't 
toe out—it is the most fre- 
quent cause of weak or 
‘broken’ arches.” 














“ 


yiDont toe out 


| Tread Straight Shoes. These features are readily demon- 

T strated to your customers, easily understood—convincing be- 
cause they are correct. Make your store TREAD 
STRAIGHT headquarters. |t is an unusual opportunity. 


Tread Straight Shoes are made only under the following 
brands: 
Brownbdilt Shoes for Men 


Brownbilt Shoes for Women 
Buster Brown Shoes for Boys and Girls 





Nation-wide 


TREAD STRAIGHT 


Broadcasts 
Every Wednesday 


8:15 E.S.T., NBC (blue) Network 


Entertainment Announcement 
Featuring 
GUY ROBERTSON 
Star of St. Louis’ Outdoor Opera 


Featuring a $2.00 A WORD PRIZE CON- 
TEST that sends customers straight to 
Tread Straight retailers 
Supported by 

LEONARD JOY 
And His Orchestra. 








ay 
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Demonstrating correct 


support of heel— 





The Tread Straight heel. Higher 
and longer on inside. 








The common heel of the ordinary 
shoe allows the heel bone to turn 
in as shown, which throws the 
weight off center, putting great 
strain on the arch structure, which 
often weakens or breaks down 
under the strain. 














The higher and longer inside of 
the Tread Straight heel is for 
the purpose of holding the heel 
bone (Os Calsis) in the correct 
upright position. Thus the weight 
of the body is carried on a firm 
foundation, just as nature in- 
tended. 








The longer and higher 
inside also acts as a 
pivot and assists in 
treading straight. 











Demonstrating correct 


arch support— 





The insole is put on 








the last in the manner 
illustrated by dotted line; then 
pulled over, “springing’’ it up- 
ward on the inside. 








When an ordinary shoe is 
laced, the arch is pulled 
down to a rigid shank. When a 
Tread Straight Shoe is laced, the 
narrower, upward-sprung, flexible 
shank is drawn up to the arch. 
This, and the specially cut upper, 
support the arch just as a band- 
age would, yet leave it free to 
function normally. 





Demonstrating correct 
cushioning against shock— 


be = _) 


each step comes first on 

Cc = = panei of the foot. 

- ushion this point cor- 
a rectly and the rest of the 





In walking, the shock of 


ye foot is protected. Thus 
Tread Straight Shoes have a 
piece of spring steel back of and 
in line with the fifth metatarsal. 
This absorbs the shock, thereby 
protecting the whole foot struc- 
ture, yet allowing the function- 
ing part of the arch full freedom 
for normal exercise. 









Why Buy a New Pair of Shoes? 


[CONTINUED FROM PAGE 15] 


word! Until we do that we are going 
to sell people shoes only as they wear 
out the old ones! That’s no business. 

Think back a few years. It was in 
1908, as I. remember it, that the men’s 
manufacturers scored a tremendous hit 
with high toes. Those bull-dog lasts 
sported 1%-inch “military” heels, and 
the exaggerated bump on the toe might 
have been made over a winesap. Bar- 
ry’s “Pup,’ you remember, was the 

outstanding hit. 
' The high-toned trade called them 
atrocious, but the great 90 per cent 
of the male public flocked in for them, 
buttoned them up, wore them out, and 
told the shoe man, “Throw those old 
ones away!” 

Then the women’s styles fell into the 
same channels and business hummed— 
simply because the shoes in our win- 
dows made the shoes on their feet look 
old-fashioned. 

In 1916 white-topped black kid boots 
furnished another great impetus to the 
women’s business. They were new, en- 
tirely different. Toa great extent busi- 
ness was just one wrap up after an- 
other. 

The shoe business pulled itself out 
of the slump of 1921 by the promotion 
of one vivid color after another. Al- 
ways something new to keep up the in- 
terest in shoes and make the old ones 
look frumpy. 

But what have we new this fall? Not 
one thing of any importance. Manufac- 
turers have done nothing more than 
take their last fall’s line and revise it 
a bit, copying the best patterns from 
their competitors. 

The Conference Style Report reads: 
Lasts, no change; heels, as had; ma- 
terials, see last fall’s list; colors, as 
before; patterns, slight refinements 
here and there, ties, pumps and straps 
—as usual. 

I repeat, why should any man, 
woman or child buy a new pair? No 
wonder trade is “hard to wait on now- 
adays.” Trade would be “hard to wait 
on” in the cafes if they all offered the 
same kind of soup, the same kind of 
meat, the same kind of potatoes season 
after season. 

I can hear someone saying, “But we 
already have all kinds of lasts, all 
kinds of heels, all the colors of the 
rainbow, all the patterns anyone could 
possibly think of and all the materials 
that can be made. There simply can’t 
be anything radically new, just varia- 
tions of what we now have.” 

Nonsense! If I thought for a minute 
that no further progress in the shoe 
business were possible I would just as 
soon curl up and die as stay in a busi- 
ness that had gone its limit. 

No sir! Today’s styles will be just 
as antiquated 25 years hence as are 
the styles of 1906 today. My conten- 
tion is that we are ripe for that radical 
change right now. 











SOMETHING NEW NEEDED 
IN SHOES 


“No wonder trade is ‘hard to wait on’ nowa- 
days,” declares Mzx Sommer of San Francisco. 
“Trade would be ‘hard to wait on’ in the cafes 
if they all offered the same kind of soup, the 
same kind of meat, the same kind of potatoes 
season after season. 

“I can hear some one saying: ‘But we already 
have ali kinds of lasts, all kinds of heels, all 
colors of the rainbow, all the patterns anyone 
could think of and all the materials that can be 
made. There simply can’t be anything radically 
new, just variations of what we now have.’ 

“Nonsense! If | thought for a minute that 
no further progress in the shoe business were 
possible, | would just as soon curl up and die 
as stay in a business that had gone its limit.” 





Now, when stocks are low, when 
spirits are low, when public desire is 
low, is the ideal time for something 
entirely new with which to whet up 
public desire, revive our drooping 
spirits and refill our yawning shelves. 
The present types of shoes have run 
their course. None can deny that they 
no longer create that I-must-have-a- 
new-pair yearning which is the sole 
purpose of that thing we merchants 
call “style.” 

“But,” you ask, “what can that new 
style be?” That question I cannot 
answer though I would gladly give 
my right arm to have the honor of 
being the Moses who would lead the 
shoe industry through the Red Ink Sea 
to the promised land. 

I doubt if any one man will, or can, 
assume that role. Indeed, it is for 
that very purpose we have our Joint 
Styles Conference. 

Don’t misunderstand me. I still 
think staple footwear has a great place 
in our industry, but our “style” foot- 
wear is ready for a thorough overhaul- 
ing. Even now each of us can do his 
tiny bit toward promoting style shoes 
instead of staples at every opportunity. 

Every pair of black kid shoes sold 
this spring, if not completely worn out, 
is a “Fall Style” now. Why buy a new 
pair? 

So in our institution we do not re- 
gard a black shoe as a “style shoe” 
any more. It is a staple. In our style 
meetings our sales people are told most 
forcefully that when a customer asks 
what is to be worn this fall the answer 
is this: Most important style color, 
brown; second, green; third, burgundy; 
fourth, black. 

We believe if we can get our sales- 
men to pushing brown with all their 
might we can do a great deal toward 
relegating all the old black kids to the 
bottom of the closet. 

Of course we want to sell black, too. 
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But in the present situation we think 
blacks will, to a degree, sell themselves, 
and if we stress colors it will result in 
many an extra pair sale. 

But here is the big point: The crying 
need of the shoe industry is for some 
style so outstanding that no woman 
would have to ask, “What is to be worn 
this season?” Does any woman ask 
that question in a hat shop this season? 
Of course not! 

Can you, Mr. Shoe Man, stand on 
the street corner and pick out last 
fall’s shoes from this fall’s as they 
go by? 

If you cannot, how can you blame 
the customer when he (or she) looks 
in your window, then down at the old 
shoes and says scornfully, “Why buy 
a@ new pair?” 

Naturally I realize that not every 
hit-or-miss idea can be converted into a 
nationally accepted style. At the same 
time I have a fear that when the right 
style does appear, it may be so revolu- 
tionary in character that we retailers 
may lack the courage and vision to get 
behind it and put it over. 

However, no such style will make its 
appearance until all in the industry, 
tanners, pattern makers, last makers, 
shoe manufacturers and retailers, face 
the fact that today’s styles do not fur- 
nish a compelling answer to the cus- 
tomer’s natural question, ““Why buy a 
new pair?” 


Exotic Slippers for Evening 
[CONTINUED FROM PAGE 16] 


however, depends a bit more on the 
character of the frock. Meshes, dif- 
ferent throat lines and the slipper 
counter lines with strappings and band- 
ings, agree with the general expression 
of the new ensemble. 

New heels, petite Louis and Empress 
styles, are examples of heel contours 
which agree with the dresses. The pe- 
tite Louis gives all the grace of a much 
higher heel and the security of a cer- 
tain amount of steadiness required 
in the evening slippers. Many highly 
colored suedes and luster kid slippers 
are finding their way into the high 
style evening mode and the beauty of 
the coloring of these leathers adds a 
great deal to the fashion importance 
of the costume. 

Many of our keenest buyers and key 
shoe men believe that in times of de- 
pression there is always a flare of color 
and a desire for exotic eyening slippers. 
Checking over former depressions it 
has been found that this rings true 
even so late as 1921. It is a psycho- 


‘| logical effect, a desire for the strength 


and spirit which color alone can give 
one. And just as a red hat would 
change the entire demeanor of the per- 
son who wears it, so does the exotic 
evening shoe lend charm and assurance 
to the wearer. 
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WHY the STORE USING the X-RAY 
SHOE FITTER HAS the ADVANTAGE 


























X-RAY SHOE FITTER, INC. 











Waren you buy shoes here 
you are sure of getting utmost 
value in style ... long wear... 
general satisfaction. 


But that isn’t all. 


You also get absolute assur- 
ance of perfect fit, by the only 
known scientific method of fit- 
ting shoes—X-Ray. 


One pair of mis-fitted shoes 
may start you on the road to 
foot troubles. Why take a 
chance, when it costs you noth- 
ing to be sure of perfect fit? 





234 E. Resevoir Ave. 


MILWAUKEE 


WISCONSIN 


‘*4 PRICELESS business building 
A asset” —that is the general ver- 

dict of progressive merchants 
the country over who are using the 
Adrian X-Ray Shoe Fitter. They 
know that customers perfectly fitted 
are glad to come back—and the 
Adrian X-ray is the most efficient 
and only scientific shoe fitting equip- 
ment known. It shows you at a 
glance just how the foot lies in the 
shoe—all guesswork is eliminated. 
Mothers who have once had their 
children fitted by X-ray will use no 
other method. It is endorsed by 
physicians and physical instructors 
everywhere. No other service you 
can offer your trade will instill such 
confidence or earn such profitable 
returns for your business. 








SOME PROMINENT USERS 
OF THE 
X-RAY SHOE FITTER 


A. H. GEUTING COMPANY 
Philadelphia, Pa. 
7 Machines 
S. J. BROUWER SHOE COMPANY 
ilwaukee, Wis. 

6 Machines 
MARSHALL FIELD & COMPANY 
Chicago, III. 

5 Machines 
GEORGE J. MAROTT 
Indianapolis, Ind. 

2 Machines 
NORDSTROM’S 
Seattle, Washington 
2 Machines 


FAMOUS-BARR COMPANY 
St. Louis, Mo. 

2 Machines 
SOMMER & KAUFMANN 
San Francisco, Calif. 

2 Machines 
WOODWARD & LOTHROP 
Washington, D. C 
1 Machine 
J. F. CONDON & SONS 
Charleston, S. Car. 

1 Machine 


RORABAUGH BO DRY GOODS 


Oklahoma City, Okla. 
1 Machine 
FONTIUS SHOE COMPANY 
nver, Colo. 
1 Machine 
BRADSHAW-DIEHL COMPANY 





L 





Huntington. W. Va. 
1 Machine 
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IN YOUR WINDOW 


The 4B Sample 


sells itself : 











Can you sell 


the SAME SHOE 
In All Sizes 








VERY woman outside the preferred 4B class is entitled to the same smart-looking 
and well fitting shoe, regardless of the size of her foot. The only perfect fitting size 

in the old method of hand broken lasts is the 4B - - other sizes are bound to be something 
quite different from the original for the hand and eye cannot be depended upon for 
absolute mechanical accuracy. The Coordinated Last and Pattern system allows you to 
offer your customers all sizes from 2 to 8 that faithfully retain the true proportions given 
the 4B model by the shoe designer. Every size, therefore, actually becomes a sample size. 


If your pattern maker cannot supply you with Coordinated Patterns, 
send your 4B models to us and we will have them made for you. 





COORDINATED LASTS and PATTERNS 
wwvvwvvvovovwowovwowJowJovovJowvy 





= 








PNG AER 6 


UNITED LAST COMPANY + BOSTON «+ MASS. 











Boor AND SHOE RECORDER 
40 combining THE SHOE RETAILER, Oct. 10, 1991 




















Contrary to the usual idea—the Great 
Gray Kangaroo (and all of his kangaroo 
cousins) is not born about the size of a 
cotton tail rabbit and then placed by its 
mother in her pouch. The infant Kangaroo 
is born just one inch long, and, then, while 
his mother rests upon the ground he him-, 
self makes the long arduous climb through 
her fur into her pouch. 

A humble beginning for an animal who 
contributes to man the finest leather known 
for shoes, and whose importance shadows 
two great countries such as Australia and 





@ RICHARD YOUNG COMPANY 
@ SURPASS LEATHER COMPANY 
@ ZIEGEL EISMAN COMPANY 
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the United States! For besides being one 
of the most important animals in Britain’s 
far-off Commonwealth, the Kangaroo is 
prized in this country, which imports 95% 
of Australia’s output of Kangaroo skins 
each year. Demanded for more than forty 
years by star athletes, Kangaroo is being 
used more and more in men’s Street and 
Dress shoes since discovery that the better 
grades will take a high brilliant polish. 

Put your store in line to profit from this 
superb leather. And remember that “kan- 
garoo sides,” “kangaroo calf,” and “kan- 
garoo horse” are not genuine Kangaroo. 


Tanned in 
AMERICA 


‘NEW YORK 


BOSTON 








PHILADELPHIA 





woo] Bs 
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Controlled Quality 


By controlling every process used 
in the manufacture of our laces, 
beginning with the spinning of 
yarns from raw cotton, we control 
the quality of the finished lace. 


The quality of every finished prod- 
uct is dependent upon the quality 
of its ingredients. Division of qual- 
ity responsibility is eliminated by 
vertical production. We can assure 
you at all times of uniform laces 
that meet our high quality standard. 
Production economies enable us 
to offer you quality laces at prices 
that make them unusual values. 
We can supply you with a lace for 
every type and grade of shoe. 





Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off-for it is part 
of the lace itself which has 
been impregnated with our 
own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
last the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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OVERVILLE MILLS 














SECTION OF 
SPINNING ROOM 




















DANIEL GREEN LEISURE FOOTWEAR 



































THIS WILL BE A PRACTICAL CHRISTMAS 


NY Christmas season is a big time for Daniel Green slippers! (People don’t 
like to give shoddy presents.) Men expect to be set up for another year of comfort. 
Women hint for gay ones to match pajamas. Comfys stack high with both boys and girls 
++*+#And now comes a practical Christmas, which makes Daniel Green slippers doubly 
important. Study your stocks, get set, and sail into the biggest volume you’ve ever had. 
Every pair of Daniel Greens that leave your shop represent style backed by quality. 


DANIEL GREEN COMFY SLIPPERS 


THE DANIEL GREEN CO., DOLGEVILLE, N. Y.—CHICAGO, 29 E. MADISON ST.—NEW YORK CITY, 331 MADISON AVE.— BOSTON, 10 HIGH ST. 
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MANUFACTURERS AND IMPORTERS OF SHOE 
Ne. 728¢ BUCKLES AND ORNAMENTS FOR’ RETAILER, 
JOBBER AND MANUFACTURER. 


NATIONAL SEASONAL OPENING AND SHOE DISPLAY WEEK 


NEW YORK CITY, NOV. 16th TO 20th. 
SAMPLE ROOM No. 975 HOTEL COMMODORE 


PROVIDENCE, RHODE ISLAND 


REYNOLDS COMPANY 
" 


TERRA AAO TRO O OPO OPO OTITIS 

















No. 7255 








No. 7257 
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Here is the Simplest, Easiest 
’. Way to Learn All About 


SHOES and LEATHER 

















Glib conversation no 
longer sells merchandise. 
The successful salesman 
today sells the goods. To 
sell them, he must know 
his goods thoroughly. 
THE SHOE and LEATH- 
ER LEXICON will give 
you a full knowledge of 
shoes. Get a copy and 
increase your selling 
ability and your salary. 


Make your spare time profitable. Learn 
quickly and easily all about shoes and 
leather. Know how shoes are made— 
their cut—the leathers used. Build up 
your appreciation of shoes as merchan- 
dise—of shoes in relation to the cus- 
tomer. All this information is given 
you in 


The Shoe and Leather Lexicon 


This wonderful little book that just fits 
your pocket has 83 pages of just the 
information you need every day. It will 
extend your knowledge and increase your 
pay. Just printed in the Sixth Revised 
Edition. The price is only fifty cents 
cash with order. (Money order, currency 
or stamps accepted.) 
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Machines! a Tribute 


By machines, man multiplies himself and extends his power. 
They are his self-created servants. They epitomize obedience 
to his will. They perform heroic feats of strength, and the 
most delicate and intricate operations with equal facility. They 
have added to the comfort and the worth of human life, and 
made possible our civilization. The history of the machine is 
dramatized by boots and shoes. The uncouth and stumbling _ 
work of our forefathers, when placed beside the artistry and 
perfection of modern foot-wear, bears mute but eloquent evi- 
dence to what we owe the machine. One of the four hundred 
and fifty masterpieces of invention, made in our Beverly facto- 
ries, has eleven hundred and fifty-one parts. And here is a 
spring so small that it takes four hundred and twenty-five of 
them to weigh an ounce. Into our shoe machinery has been 
poured the finest creative genius of this age. Upon invention 
and experiment in our laboratories and workshops the Shoe 
Industry has uplifted a monument to progress and achieve- 
ment. There is no article, not even a watch, that is made with 
greater careand precision than the chief products of this Indus- 
try. For the building of fine shoes is most intimately 
telated to the mechanical perfection, operation 
and servicing of the machines which 
make them possible. 
a 
United Shoe Machinery Corporation 
Boston, Massachusetts 
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NATIONAL NEWS 





q HOW’S BUSINESS? > 


August Sales Decrease 


NEw YorkK—The Oct. 1 Monthly Re- 
view of Credit and Business Conditions 
by the Federal Reserve Agent at New 
York contains the following comments 
on August business in department 
stores, chain stores’ and wholesale 
houses: 

“Sales of the reporting department 
stores in this district during August 
averaged 12% per cent smaller than 
in August, 1930, the largest year-to- 
year decline since May. Department 
stores located in New York City, New- 
ark, Southern New York State, and the 
Capital District reported decreases of 
about 13 per cent, while larger de- 
creases were reported for stores in 
Rochester, Northern New York State 
and Bridgeport District. 

“During the first half of September, 
department stores in the metropolitan 
area of New York reported sales 17 per 
cent less than in the comparable period 
of last year. 

“Stocks of merchandise on hand at 
the end of August, valued at retail 
prices, remained substantially smaller 
than a year ago. Collections on charge 
accounts outstanding continued to be 
somewhat slower than in the previous 
year. 

“Total August sales of the reporting 
chain stores showed a decrease of 3 
per cent from a year ago. The sales 
of ten cent, variety, and candy chains 
showed larger declines than for several 
months, and shoe sales remained sub- 
stantially below the level of a year ago. 


Grocery chain organizations, however, : 


continued to report sales above the 
previous year. Sales of the drug sys- 
tems, on the other hand, showed a 
moderate decrease in sales in August, 
following a slight increase in July. 
“After allowing for changes in the 
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SHOP TALK 
By H. F. B. 


Gerard Swope 

Big electric man 

Said two or three 

Generous mouthfuls 

About trade associations 

In his plan 

For employment stabilization. 


He went so far 

As to suggest 

Compulsory memberships 

In trade associations 

Under government supervision 
And legalized 

Production regulation. 


Certain it is 
That in this day 
And age 

No business can 
Afford to paddle 
Its own canoe 
Without regard 
To all others 

In the stream. 


Neither can 

One branch of industry 
Prosper at the expense 
Of other branches. 


Looks to us 

As if it’s 

Just good sense 

For tanners, 

Shoe manufacturers, 
Retailers, and all 
Allied interests 

To really 

Get together. 


The styles conference 
Is a good beginning 
But it doesn’t go 

Far enough. 


Let’s have an 
All inclusive 
Trade association 
With power to act 
In curbing evils 
And then watch 
Business hum. 
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EVERY WEEK 






number of stores operated, all lines 
showed a decrease in sales per store 
compared with a year ago. 

“Reporting wholesale firms in this 
district showed total August sales 
about 22 per cent below the previous 
year, the largest decrease since Feb- 
ruary. Declines from a year ago ex- 
ceeding 20 per cent were again re- 
ported in the sales of men’s clothing, 
cotton goods, paper, diamonds, and 
jewelry, while decreases of 15 per cent 
to 20 per cent occurred in the sales of 
groceries, shoes, hardware, and sta- 
tionery. 

“The value of stocks on hand at the 
end of August was below a year ago 
in all reporting lines. The ratio of 
collections to accounts outstanding was 
about the same as in August, 1930.” 





Cool Weather Ends Sales Slump 


CLEVELAND—Two weeks of record- 
breaking heat in northern Ohio early in 
September caused a recession in retail 
shoe trade as the public turned back to 
Panama and Palm Beach clothing. 
Fall and winter suggestions were tem- 
porarily paralyzed. This condition 
took an immediate reverse on Sept. 26 
when a cold wave struck Cleveland and 
one of the heaviest turnovers of the 
year was recorded. Merchants now 
anticipate continued good business due 
to the lateness of the real fall opening. 





Tannery Expands 

Newark, N. J.—The Halle Tanning 
Company, which started operations in 
Newark, N. J., about a year ago, leas- 
ing the buildings at New Jersey Rail- 
road Avenue and Vanderpool Street, 
has extended and has acquired addi- 
tional space and taken on a long term 
lease with the Druedling Brothers 
Company, owners. The lease carries 
an option to purchase the property. 

The lease also carries with it some 
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tanning equipment which was in the 
premises. The Halle interests have 
just added a substantial amount of 
new machinery and fixtures which was 
found necessary because of the addi- 
tional space just acquired. The con- 
cern started operations at this point 
with about 15,000 square feet and now 
has expanded to occupy 40,000 square 
feet. The concern manufactures leather 
for women’s footwear. 


Votes $2 on Back Dividend 


New YorK—A dividend of $2 a share 
on second preferred stock.on account of 
accumulations was declared Monday by 
directors of the Ohio Leather Company 
in addition to regular disbursements on 
both first and second preferred stocks. 





>» TRADE DOINGS <q 





Larger Douglas Store for Denver 


DENVER, CoLo.—The W. L. Douglas 
Shoe Company moved on Oct. 1 from 
their old address at 719 Sixteenth 
Street, where they had been located 
during the past ten years, to a larger 
and more attractive store at 628 Six- 
teenth. 

The management welcomes _ the 
change, which is really an expansion 
move in order to properly display their 
merchandise. Shelf room at the old 
address was altogether too cramped for 
convenience. 

From the standpoint of location the 
new store is much more to be desired 
than the old one, for the even num- 
bered side of the street is more popu- 
lous in this instance. The new store 
was formerly occupied by the Peacock 
Shoe Company, which recently moved 
its stock to the home store in Omaha, 
Neb. 

Manager P. H. McGuire is confident 
his business will show much improve- 
ment at the present location, situated 
as it is nearer the Broadway end of the 
street and so near one of the leading 
moving picture theaters where the 
street population is heavier. 


Florsheim Frolic Returns 


CHICAGO—A new series of Florsheim 
Frolics will be launched under the di- 
rection of Ferde Grofe, composer, ar- 
ranger and director, over an NBC- 
WEAF network, 9:00 to 9:30 p. m., 
Central Standard Time, Friday, Oct. 
16, under the sponsorship of The Flors- 
heim Shoe Company of Chicago. 

Besides the sixteen-piece Florsheim 
Frolic orchestra, under Grofe’s baton, 
the funmakers, Pratt and Sherman, 
will participate, while Jane Froman, 
recent NBC discovery, who sings blues, 
will vocalize over the ether waves. 

Grofe is internationally known as an 
arranger-composer-director. It has been 
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NEW CHILDREN’S STORE 


Kansas City, Mo.—A shoe store 
having the pleasant atmosphere of a 
living room rather than a storage shop 
filled with boxes has been successfully 
developed in accordance with the tone 
used in the newer type specialty shops 
by J. Hyman in his branch of the Coun- 
try Club Shoe Store for children “from 
cradle to college.” 

The “shoe salon”—the name is not 
used, but seems to be the most con- 
venient one for conveying an idea of 
its nature—is located in the Plaza, the 
shopping section of the fine Country 
Club residence and apartment district, 
and provides for the children’s shoe 


retailing service a store having quite 
as esthetic and modern an appearance 
as the most luxurious apparel, art and 
service establishments of this attrac- 
tive neighborhood. 

A green and orchid coloring have 
been carried out in the tinted walls, 
the thick all-over carpeting, deep up- 
holstered wicker divans and chairs. 
Only a limited number of shoes are dis- 
played in one handsome case. On an 
occasional table and desk there are sev- 
eral pretty parchment lamps, and on 
the walls there are futuristic mirrors 
and interesting pictures. 








his arrangements that Paul Whiteman 
has used from his earliest days in his 
climb to fame. He arranged Gersh- 
win’s “Rhapsody in Blue.” As a com- 
poser his most popular successes are 
“Three Shades of Blue,” “Mississippi 
Suite” and “Metropolis.” He has just 
completed a new symphony, “Grand 
Canyon,” which will have its concert 
debut this fall. He has been heard 
many times as a conductor of outstand- 
ing dance orchestras by radio listeners. 

Jane Froman, contralto, is a recent 
discovery who has swept to popularity 
in a few months’ time. A graduate of 
the University of Missouri in music 
and journalism, she left St. Louis for 
a newspaper career but instead made 
her air debut in Cincinnati over WLW, 
where she was called to the attention 
of NBC and consequently came to Chi- 
cago as a featured network artist. 
Hailed as a perfect television type be- 
cause of her unusual beauty, she is 
predicted to make radio history. 

The Florsheim Frolic will be broad- 
cast from Chicago through the follow- 
ing network of associated NBC stations 
every Friday night: 
Baltimore 
Boston 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Davenport 
Denver 
Des Moines 


Detroit 
Hartford 
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Los Angeles 
New York 
Omaha 
Philadelphia 
Pittsburgh 
Phoenix 
Portland, Ore. 
Portland, Me. 
Providence 
Salt Lake City 
St. Louis 
San Diego 
San Francisco 
tad 
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Washington 
Worcester 


Nell O’Neil Store Opened 

YOUNGSTOWN, OHIO—The Nell O’Neil 
Shoe Store, carrying a line of men’s, 
women’s and children’s medium priced 
footwear has been opened at 123 West 
Federal Street, with R. S. O’Malie as 
general manager. The new store occu- 
pies a room formerly used by the New- 
ark Shoe Co. Anthony Mangin and 
Nick Simonie are assistants to Mr. 
O’Malie. 
New Dorn Organization 

CLEVELAND — A _ new corporation 
known as Dorn Shoe, Inc., will succeed 
the old defunct organization known as 
The Dorn Shoe Co., which had oper- 
ated for 31 years on Public Square. 
This will mean a continuation of busi- 
ness and practically the same lines of 
shoes will be handled by the new or- 
ganization. 
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FROM 
DAWN ‘TIL DUSK 


Plate. then 


for 


The Ballroom, the 
dinner dance, the 
opera and all formal 
functions —- plain or 
buckle-trimmed 
pumps. 

Stocked in 
utility, formal and 
tintable evening ma- 
terials. 

Retailing at popular 
prices in the high 
grade group. 


SHON 


IS 


MIKA 


ON THIS ONE POINT 


Pumps for all occa- 
sions — fine pumps 
styled with the au- 
thority of leadership 
baffling the con- 
scious imitator — 
craftsmanship which 
permits no compro- 
mise with quality 
perfection. Pumps 
must involve master: 
ful shoemaking or 


they are of no value 


to the well dressed 


woman. In a word, 
Laird Schober 
pumps carry style 
and quality preem- 


inence. 


PAILT. 
SCPOPEL 


and COMPANY 


PHILADELPHIA 


New York Studio: Five Thirty- 
five Fifth Ave., at Forty-Fourth 


4 


St. Suite Five Hundred Three 
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WHERE TO BUY 
Men’s Shoes 
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Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 


























NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 
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“HIGH 
EAST WEYMOUTH, MASS. U.S.A. 


—— 









In Stock Service #AX%. 
F, M. HOYT SHOE CORP. 
eosms 16 t6, Manchester, NH. 












“Help Yourself” Store Succeeds 


TULSA, OKLA.—The Tulsa Shoe Mar- 
ket, newest addition to the shoe trade 
in the city, has had a heavy volume of 
business ever since its organization a 
few months ago. The unusual volume 
of business is due largely to the low 
prices of the shoes sold, and to the 
display management, Emil Turk, owner 
of the store, said. 

The Shoe Market was the first shoe 
store in the city to discard every shoe 
box and place each pair of shoes on 
the shelves according to the price 
range and size. The “help yourself” 
custom prevails, with both men and 
women of the store ready to assist in 
fitting the shoe. The salespeople work 
on a commission, and very few cus- 
tomers leave the store without a pur- 
chase. 

The price range on women’s shoes 
is from 98 cents to $2.98 and on men’s 
shoes from $1.69 to $2.98. Hose are 
sold for 15 cents and up to 89 cents. 

The store is owned and managed by 
Emil and W. C. Turk, who are also 
owners of the Hollywood Shop and 
Turk Brothers, Inc., two leading shoe 
stores in the city. The Hollywood Shoe 
Shop at Wichita, Kans., is also owned 
by the Turk Brothers. They have been 
in the shoe business in Oklahoma since 
1915. 


New Stores in California 


Los ANGELES—From the number of 
changes and additions recorded re- 
cently, the shoe business in Santa Ana 
and Ventura appears to be on the high 
road. In Santa Ana, the Dr. A. Reed 
Shoe Co., featuring the new’ movable 
arch shoe, has opened at 318 N. Syca- 
more Avenue with Richard A. Brad- 
ford and Arthur L. Cassin in charge. 
It is reported also that Serene & 
Fulgerson, Ventura shoe retailers, have 
purchased the Watkins Bootery of 
Santa Ana and that the recently ac- 
quired store will be managed by both 
these gentlemen whose Ventura shop 
will be under the management of 
Douglas Sprague, another member of 
the firm. Serene & Fulgerson are pio- 
neer merchants in Ventura. 


Going farther north, the shoe busi- 
ness has expanded in the addition of a 
new shoe store at 1311 State Street, 
Santa Barbara, recently opened by 
Fred T. Huggins, Pasadena shoe re- 
tailer. The Spanish design, so preva- 
lent in Santa Barbara, is followed in 
the interior of this new store both in 
fixtures and decoration. As in many of 
the newer stores, stock is concealed be- 
hind partitions and only display mod- 
els are on view. G. F. Raber is asso- 
ciated with Mr. Huggins. 

Changes reported are that E. M. 
Stubbs, formerly of the Santa Ana 
branch of the Ritzi Shoe Shop, has 
been transferred to the Long Beach 
branch, where he is now being assisted 
by Harold F. Kelly from the Los An- 
geles store. 











THEY WANT TO KNOW 
WHERE TO BUY- 





RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in sapplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 


N 393. Riding boots that are carried in 
stock. 

N 394. Books on Sales Promotion. 

N 395. Leather puttees. 

N 396. X-ray machine used in fitting 
shoes. 

N 397. Women’s high cut lace storm 
shoes, suitable for horseback rid- 
ing. 

N 398. Turkish toweling bath slippers. 

N 399. Women’s novelty shoes costing 
$1.35 to $1.50. 

N 400. Men’s and women’s brogue type 
oxfords. 

N 401. Women’s hand turn and McKay 
novelty shoes from Brooklyn prefer- 
ably, to retail from $5.00 to $8.00. 


N 402. Novelty fabrics for shoes. 
N 403. Vamp stretcher. 
N 404. Men’s cordovan riding boots. 








Open Nunn-Bush Store 


BALTIMORE—Baltimore, Md., has an 
exclusive men’s Nunn-Bush Shoe Shop 
through the opening of such an estab- 
lishment under the management of J. 
Frank Lanahan in the Lord Baltimore 
Hotel. It is located on the ground floor 
with an entrance from the Baltimore 
street side of the structure and also 
from the main entrance of the hotel on 
the Baltimore street side. It makes a 
distinctive addition to the exclusive re- 
tail shoe field of the city. 





Installing New Front 


GREENWICH—A new limestone front 
is being installed by the Favorite Shoe 
Store, 92 Greenwich Avenue. The de- 
sign is modern with four straight col- 
umns capped with simple capitals. A 
black marble facing over the doorway 
and steel window frames will complete 
the work. 
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SHOES 


Analysis of Materials Used in the 
Construction of Bob Smart Shoes 


UPPER LEATHER—cut from B. D. Eisendrath’s finest and 
best tannage of rich, mellow, plump weight, high lustre 
Adonis calf. 


BOX TOES—guaranteed box toes are used in both semi- 
soft and hard toe shoes. 


OUTSOLES—here is where quality counts most, and it is 
the place that BOB SMART shoes stand the test. On light 
weight shoes 8% iron outsoles are used. On heavier type 
shoes 9 to 10 iron weight soles are used. But all sole 
leather is of the very best tannage, most carefully selected 
as to grade. Not a pair of outsoles go on BOB SMART 
SHOES that are not bend or back soles and known as a 
No. 1 grade of fibre. 


INSOLES—from 6 to 7 iron over-all is the weight of insoles 
used and the fibre of the leather has the necessary strength 
and toughness to hold the inseam stitch when the shoe is 


inseamed with strong linen thread. We question whether 
better insoles are used in many very much higher priced 
shoes. 

STEEL SHANKS—Steinbrecker’s double Corrugated double 
strength Steel Shanks are used. 

RUBBER HEELS—AIll BOB SMART better grade shoes 
have the well known U. S. Rubber Company’s first quality 
SPRING STEP rubber heel, that measures one half inch in 
height. There are only two well known, extensively na- 
tionally advertised rubber heels—U. S. Spring Step is one 
of the two. 

PATTERNS—all patterns must be fitted perfectly to the last. 
Pattern making is one of the most important helps to shoe 
making. All BOB SMART patterns fit the lasts perfectly, 
and we have patterns for all sizes and all widths. That is 
why BOB SMART shoes actually fit the foot better than 
98% of all other lines of shoes within our grades. 


BOB SMART SHOE COMPANY, Milwaukee, Wisconsin 


Chicago Office: 1604 Republic Bldg. 


Pittsburgh Office: 505 Lyceum Bldg. 
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WHERE TO BUY 


Dancing Sandals 
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% KENDALL’S | Sincine 





For Aesthetic 
Dancing 


IN STOCK 






GREY FAUN 
BLUE GREEN 
RED 

Price $.75 











A, SLSR SL SE AIT 
x KENDALL SHOE COMPANY y 
——__HAVERHILL, MASS. 





WHERE TO BUY 
Men’s & Women's 
Slippers 





$2.00 to 
$3.25. 
IN STOCK 











© L. B. EVANS’ SON CO., Wakefield, Mass. 

















- 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
Men's Full Leather Lined 
H ned Slippers 
Priced from $1.85 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket $1.50 
Zipper Pocket $1.70 
Boston Office: 501 Statler Bldg. 
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Boys’ 1-6, D, $0 
@ L. B. EVANS’ SON CO., Wakefield, ooo 








New Shoe Distribution Plan 


CoLumBus, OHIO—A new plan of dis- 
tribution for shoes is contained in the 
plans of the Cosmopolitan Shoe Co., 
chartered under Ohio laws with a capi- 
tal of $100,000 preferred and 2500 
shares of no par common stock. The 
incorporators are Frank J. Kaufman, 
who will be president; T. A. McDonald, 
secretary and treasurer, and Clarence 
J. Domka, general manager. Head- 
quarters have been secured in the James 
Building, located on West Broad Street. 

Briefly, the plan consists of estab- 
lishing connections with a chain of in- 
dependent dealers at first throughout 
Ohio and later to be extended to other 
States. Buying and some of the mer- 
chandising will be done by the com- 
pany, which will enable the indepen- 
dent dealers in the combination to oper- 


ate with a much less stock, yet have a- 


complete line of sizes, widths, etc. The 
plan resembles somewhat that of a 
chain of grocery stores fostered by a 
wholesaler in Columbus. 

Within 60 days a score or more of 
stores under the Cosmopolitan plan 
will be opened in Ohio, it is announced 
by General Manager Domka. The 
shoes to be handled will be for the 
family and none to sell for more 
than -$5. 

Mr. Domka said: “Independent shoe 
retailing due to multiplicity of sizes, 
widths, styles, etc., which enter into 
the shoe business today, in addition to 
chain competition, is and has been for 
some time in a more or less unstable 
condition. The Cosmopolitan plan 
with its efficient set-up gives the inde- 
pendent retailer numerous advantages 
which he could not get otherwise.” 





Hide Trading Active 


NEw YorK—Trading on the New 
York Hide Exchange continued at a 
high level during September, the turn- 
over totaling 65,200,000 pounds, bring- 
ing the sales for the first nine months 
to well over 100 per cent above the cor- 
responding period last year. 

The hide market was featured by 
wide price fluctuations last month. Val- 
ues on the Hide Exchange registered 
declines of from 2.65 to 3.10 points, 
while spot hide prices also gave ground, 
showing a net loss of two cents a pound 
during the same period. 

Conditions within the hide and 
leather industry showed little change 
during the month, with shoe produc- 
tion continuing at a high level. The 
downward movement in hides was at- 
tributed largely to the unfavorable de- 
velopments in the domestic and for- 
eign financial circles. 





Rosensteins Open New Store 


DENVER, CoLto.—The Paramount 
Boot Shop, Denver’s newest shoe shop, 
was recently opened up at the strategic 
corner of Glenarm and_ Sixteenth 
Streets by the Rosenstein Brothers. 

This is the third and largest store 
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NEW FOOTBALL SHOE 








The feature of this new football shoe is the de- 

tachable cleats. The cleats are made of rubber, 

long narrow ones for use on muddy fields, and 

shorter and r ones for regular use. The 

shoe itself is of light weight, blue-back kan- 
garoo leather 








operated by the firm in Denver and, 
according to the management, it bids 
fair to equal in volume the business of 
both the other stores. 

Situated .as it.is so near the Para- 
mount Theater, one of the largest in 


very populous corner. 

The show windows are most attrac- 
tive and roomy, giving splendid adver- 
tising space. 

Unlike the other two Denver stores, 
the Paramount will carry men’s and 
children’s shoes in addition to their 
novelty shoes for women, ranging in 
price from $5 to $7.50. 

Manager Phil Bert announces a most 
successful two weeks in the initial busi- 
ness. Mr. Bert was formerly manager 
with the Gross Company in Chicago 
before taking charge of the new Den- 
ver store. 


Walk-Over Store Quits 


PITTSBURGH — The Walk-Over Shoe 
Store, for many years located on Fifth 
Avenue between Wood and Market 
Streets, this city, has discontinued busi- 
ness. It was stated that the lease hav- 
ing expired, failure to secure more fa- 
vorable terms resulted in a decision to 
leave the city. The store is now in 
possession of the Thom McAn Shoe 
Store, who have installed a standard 
front and interior fixtures in keeping 
with the policy of the management. 





New Firm Chartered 


CLEVELAND—Papers have been filed 
with the secretary of state chartering 
the Modern Shoe Stores, Inc., with a 
capital of 100 shares of no par stock 
to operate a retail shoe store and later 
to operate a chain of stores. Incorpo- 
rators are Alec J. Shine, Gabriel Leeb 
and O. S. Watner. Headquarters are 
in Room 530 Williamson Bldg. 
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They've discovered 


a new VALUE in shoes 
that sell at $5 & 86 


NE of the things this depression has done to 
many of us is to make us search with a keener 






Charmin 
Ce ; eye for ways of successfully giving greater value. 


For these times prove more definitely than ever be- 
fore that he “profits most who serves best.” 


Many retailers have discovered a new measure of 


Eecomupast aietet ieee tee Pelt aad value in TRUE STEP shoes. They quickly sense the 
The Charming, center buckle, one good fit, especially in the arch and heel, of these 
strap is fashioned in black and brown 4 

hid with light inlay. It has a 16/8 shoes—their smart style—and the honest effort we 
Louis heel and in the foll ° 

matic 440° — make to have every pair of TRUE STEPS reflect a 


degree of craftsmanship seldom found in shoes that 


inaiees sell at our price. 





If you are looking for a new value in medium- 
priced shoes—a value that insures 
repeat business—if you want to deal 
with a manufacturer who will give 





The Sultana, tongue pump is fash- you close, personalized service, we 

toned in both black and brown kid ; : 

in widths AAA-E. It has a 16/8 shall be glad to have you write us. 

Cuban wood heel. 

TO RETAIL AT K-S. 6 bison — 
PRESIDENT 

$ 5 and $ 6 ROBINSON-BYNON SHOE COMPANY 
Auburn, New York 





TRUE STEP 


Combination Last Arch Shoe 





ye I 
D | 
COMBINATION LAST 
ARCH SHOE 
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WHERE TO BUY 


Children’s Footwear 








MRS. — IDEAL BABY 


SHOE CoO. 
Soft Soles -—— Inter- 
mediates. Hard 
Soles— infancy to 
four yeare! 


Danvers, Mass. 














Children’s Fine Goodyear Welt Shoes 


THE GILBERT a co. 
THIENSVILLE, W'S. 








PATENTED 


ROBA> 
SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1092 
by 


SHAFT-PIERCE SHOE GO. 
FARIBAULT, MINN. 
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WHERE TO BUY 
Fine Sport Shoes 


Oh 6 hh Ph 


SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” 








SAN JEAN 
Falls eolorful sport woolens call 
for this shoe with its hand whip- 
Ding of saddle and tip. 


OATALOGUEB ON REQUAST 











York Meetings Bi-Monthly 


York, Pa.—Decision to hold only bi- 
monthly sessions during the fall and 
winter was reached by the York Shoe 
Retailers’ Association as the fall meet- 
ings were resumed on Sept. 28, follow- 
ing the usual summer vacation. The 
meeting was held in the storeroom of 
Edward Reineberg & Son, with Mr. 
Reineberg as host. 

Tentative plans for the season’s 
meetings were made at the meeting 
with the prograin culminating with the 
annual get-together gatherings of the 
employers and the employees, which 
will be held some time in June. 

Many of the shoe men at the meeting 
signified their intention of attending 
the winter shoe style shows which will 
be held in the Hotel Commodore in 
New York City from Nov. 16 to Nov. 
20. 

The York association again plans to 
have a speaker at each meeting, the 
principal talk to be*followed either by 
discussion by members from the floor or 
short addresses by the local shoe men. 





New Kansas City Department 


Kansas City, Mo.—The Spalding 
Cloak Company has opened a new shoe 
department for women in which the 
Florsheim shoe is the top grade mer- 
chandise. Other shoes at $6.50 and 
$8.50 are also carried. 

This department is on the main floor 
of the store. New furniture, includ- 
ing large over-stuffed lounges uphol- 
stered in pastel damask and uphol- 
stered chairs, floor lamps and small 
tables, give the effect of a large re- 
ception room. 

E. A. Wolfe, formerly with I. Miller 
in Chicago, is manager of this depart- 
ment. Mr. Wolfe says that although 
the department has been open only a 
week, splendid results have been ob- 
tained. 

“Women are taking well to the opera 
pump, to trimmed pumps and oxford 
types. The opera pump is being se- 
lected for dress occasions and the ox- 
ford for street wear. There is very 
little call for the semi-formal shoe. 
Suedes are very popular. In colors, 
black is leading in all types, brown 
second and green next.” 





Miles Leases Newark Store 


NeEwaRK, N. J.—The Miles Shoe 
Company of New York has leased the 
property at the northwest corner of 
Market and Washington Streets, New- 
ark, opposite Bamberger’s, for sixty- 
three years. 

The property is improved with a 
four-story brick building, which will 
be occupied in its entirety by the shoe 
compary. The plot is 25 x 105. The 
firm now occupies the adjoining build- 
ing at 99 Market Street and will make 
the corner parcel its headquarters for 
its New Jersey and Philadelphia stores. 


—————_—_—_—_—_——S—X—X—X—X—X—X 
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FOR NEXT SPRING 








Shooting ahead stylewise, here is a new 
sport shoe for men in the gray and black 
combination that promises to be so pop- 
ular. The gray vamp and quarter are of 
boarded calf and the shoe carries no 
perforations or pinking, making it suit- 


able for street as well as sport wear 








To Add Shoes 


MASSILLON, OHI0O—Gensemer’s new 
department store, soon to occupy a new 
three-story and basement building in 
the downtown section, will add women’s 
footwear when the new store is opened. 
The store which has been in existence 
here several years does not merchan- 
dise footwear in its present location. 
When completed the building will house 
the largest department store here. 





Memphis Shoe Stores Merge 


MEMPHIS, TENN.—The Cook & Love 
Shoe Store and the Bootery, two of the 
strongest shoe retailing organizations 
in this city, have merged. The organ- 
ization is now operating at 43 South 
Main Street, with Robert Love, Lee 
Frank and Frank Cook in charge. 





Answers to “TEST YOUR SHOE 
KNOWLEDGE” Questions 


on Page 12. 
ee en ne enn la eee es ASSES 


1. An English shoemaker, founder of 
the Society of Quakers, born in 
Drayton, Leicestershire, July 1624, 
died November 13, 1690. He visited 
America in 1671-2. 

2. Maple—Beech will do, but it is too 
scarce for the purpose. 

3. From Oxford University, England, 
where 300 years ago this type of 
shoe was first worn. 


4. In 1815, when a machine for cutting 


wooden pegs was invented. Nearly 
‘fifty years were to pass however, ere 
the machine age was to set in with 
overwhelming effect in this genera- 
tion. Today, in the United States, 


there are very, very few men now. 


living who can make a pair of shoes 
by hand from start to finish. 

5. Liquid rubber, or the untreated sap 
of the rubber tree. 


—————EE——— 
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from other shoes in that the sole is attached by 

means of a strong cement that is also flexible 
and waterproof. The cement is applied in a narrow 
band, approximately one-half inch wide, on the up- 
per rim. of the sole. It merely replaces the stitches 
by which soles are attached to shoes when sewn by 
hand or by machine. 

Despite the fact that more facilities were available 
than necessary to produce the country’s shoe require- 
ments, progressive manufacturers in many states 
have installed the additional equipment required for 
the modern cementing process. Their experience has 
demonstrated its value in improving the style, 
comfort, and serviceability of their products without 
increased cost of production. Millions of shoes made 
by this modern method have been sold by leading 
retailers in all parts of the country during the past 
two years with entire satisfaction on the part of the 
purchasers. 


Gren: produced by the cementing process differ 




















attach soles to shoes by means of adhesives, but did 
not develop into commercial success because the adhe- 
sives available at that time were not equal to the task. 

The du Pont Company has had twenty-five years’ 
experience in the manufacture of leather cements. 
Massive leather belts, driving the machinery of 
large factories, are permanently joined with du Pont 













A STATEMENT dy the DU PONT COMPANY in BEHALF of SHOE MANUFACTURERS and RETAILERS 


The TRUTH 
about CEMENTED SOLES 


facts relating to a bastc 


More than fifty years ago attempts were made to 


REG. U.S. PAT. OFF. 





change in fine footwear making 


cement, which retains its strength and adhesive 
qualities even when used constantly in the moisture- 
laden atmosphere of laundries and dyeing establish- 
ments. In determining how to obtain the strength 
and flexing qualities required of the cement in this 
service, du Pont chemists gained experience of great 
value in perfecting shoe cements—very similar prod- 
ucts, because they too must be flexible, waterproof, 
and permanently adhesive. Du Pont shoe cements 
are not an experiment; they are perfected products 
based on twenty-five years of specialized chemical 
research. 

The du Pont Company is the largest supplier of 
the cements used in the modern process, and is plac- 
ing these facts before the public to correct any erro- 
neous impression that may exist as to shoes produced 
by the cementing process being inferior in any re- 
spect to shoes of corresponding quality made by any 
other process. 

It is possible to make poor-quality shoes by the 
cementing process, just as it is possible to make 
poor-quality shoes by any other process. The qual- 
ity of the finished shoe depends upon the quality of 
the materials and the quality of the workmanship 
employed in its production. The integrity of the re- 
tailer and the reputation of the manufacturer are the 
best guides to obtaining the most value for the pub- 
lic’s shoe dolla~. 





E. I. DU PONT DE NEMOURS & COMPANY, INCORPORATED, WILMINGTON, DELAWARF 
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This Statement has appeared in the New York Times and Chicago Tribune 
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WHERE TO BUY 


Women’s Shoes 


Oe A 








CUSHTON SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
]. P. SMITH SHOE CO. 
Chicago, Ill. 
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WHERE TO BUY 
Modern Misses’ Shoes 


i a i ll 


& [Ti 

WITH 

YOUTH 
AND 











IN STEP 









IN STOCK 
Style 
732%3—Pat. Tanja 
Strap, 10/8 Cell. 
Geel. Price..... $3.30 


eR. $3.10 
Both Storked 
AAA-C, 2%-8 
(Stock terms !—30) 








BURDETT SHOE CO. 
YNN, MASS. : | 








OA A666 PP 


WHERE TO BUY 
Pullman Slippers 


lll ie eli tie i 





VOLUME USERS 





Retail at $1.95 
The — Pullman Slipper made of 
Genuine ce kid leather—biack, brown 
end other eetere—latiee and man o— Alp 
leathers in all colors. Packed in differen t 


shaped . 
M. GUSTIN CO. 


112-116 Madison Ave.. N.Y. 














» ABOUT PEOPLE ¢ 





Francis, Phoenix Shop Buyer 


PHOENIX, ARIZ.—R. P. Francis, for- 
merly associated with leading shoe 
stores in this city, has been appointed 
manager and buyer in the shoe section 
of the Phoenix Shop, new specialty shop 
for women, which is soon to open at 22 
East Washington Street. The shoe de- 
partment will feature a complete line 
of women’s novelty footwear with an 
extensive hosiery section in connection. 





Bristow With Levy Bros. 


Tucson, AriIz.—J. A. Bristow, for- 
merly assistant manager of Korrick’s 
shoe department in Korrick’s depart- 
ment store in Phoenix, is now manager 
and buyer in the women’s shoe section 
in Levy Brothers’ new department 
store here, featuring “Matrix” foot- 
wear and Johansen shoes for women. 
Levy’s will also be exclusive represen- 
tatives for the Premier Shoe Co. of 
Long Island City. Theodore Kruger 
will manage the men’s footwear section 
in which the “Bostonian” line will be 
presented. 


Regnell Succeeds Card 


BrockTton—Fred M. Regnell, well- 
known member of the advertising staff 
of the Geo. E. Keith Co., succeeds Wil- 
liam T. Card, who recently resigned 
his post after twenty-five years’ service 
with the Walkover Co. 

Mr. Regnell, who is well known in 
the South Shore, has been assistant to 
Mr. Card for several years. The lat- 
ter has made no announcement as to 
his plans for the future. 





Wright Wins Trophy 


BrocKTON—Louis Wright won the 
New England Shoe & Leather Golf 
Championship last week, defeating A. D. 
Knight in the second play-off at the 
Thorny Lee Country Club, two and 
one. 

Mr. Wright, who comes from the 
well-known shoe family of Brockton, 
Mass., gives every promise of being in 
the foreground of national golf honors 
in the very near future. 





Bowers With McElwain 


BrocKkTON—A. W. Bowers, for many 
years identified with South Shore fac- 
tories and more recently superinten- 
dent of the Churchill & Alden Co., has 
become identified with the J. F. McEl- 
wain Co. at Nashua, N. H. 





Holloway Heads Credit Bureau 


MONTGOMERY, ALA.—J. N. Hollaway 
of Montgomery was re-elected presi- 
dent of the associated credit bureaus of 
Alabama at the organization’s semi- 
annual conference here. All other offi- 
cers also were re-elected, including the 
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FOR TOWN OR SPORT 




















Town or spectator.sport type shoe of 
brown suede and brown calf with new 
walking heel. The throat is carried up 
quite high, almost to an orthopedic line, 
and the perforations are in the one spot, 
lending a tailored line to the shoe 








board of directors. W. V. Trammell of 
Birmingham was retained as vice-presi- 
dent; C. M. Gillespie of Huntsville as 
secretary, and those officers, with Mrs. 
Corine Fuller of Tuscaloosa and W. H. 
Jernigan of Mobile, cOmprise the board 
of directors. j 


Sheppard Officer in Horse Assn. 


HANOVER, Pa.—L. B. Sheppard, vice- 
president of Sheppard & Myers, Inc., 
manufacturers of the Hanover Shoe, 
here, and one of the owners of the Han- 
over Shoe Farms, race horse string, has 
been elected first vice-president of the 
Hambletonian Society, trotting horse- 
men’s association. Mr. Sheppard was 
elected at an executive committee meet- 
ing at the Lafayette Hotel, Lexington, 
Ky. Mr. Sheppard succeeds Walter T. 
Candler of Atlanta, Ga., who requested 
that he not be nominated. 





Buys Cattle for Soup 


York, Pa—Mahlon N. Haines, 
owner and operator of the Haines 
Chain of Shoe Stores, which extend 
over four States, with offices in York, 
Pa., recently bought 20 head of cattle 
which he will, during the winter, do- 
nate to the Salvation Army at York 
to make soup to feed the unemployed. 





Names Transposed 


- At the recent convention of the New 
York State Shoe Retailers Association, 
in Schenectady, Henry Merton Smith of 
Penn Yan was elected first vice-presi- 
dent and William F. Toher-of Oneida 
was elected second vice-president. In 
the report of the convention published 
in the RECORDER of Sept. 19 the names 
of these officers were transposed. 





Kesser Sells to Hunter 

NEw BRITAIN, CONN.—J. B. Kesser 
has transferred his retail shoe store at 
332 Main Street to Charles Hunter. 
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Listen to 


Why «- 





AAAAA toEEE Sizes 1 to 12 


~ HEEL ~ 
HUGGER 
~ SHOES ~ 


the logical choice of the 
Nation’s Largest Shoe Store, 
also the logical choice of 
Outstanding Dealers in 
almost every large city in 
the United States? 








oeoeoeefe¢ @# @ @ @© @ @ @ @® ¢* @ @ 


Heel Hugger 

Harmonies— ¢*e0¢e¢:h6m0thmCUCOHHmUCUOHDLUCOHhmUmCOODH IH a Supply 
every Tuesday ° 
Evening, over WJZ your own answer Or Ur tte 


and Associated Stations 











HEEL HUGGER 
SHOES, INC. 


AUBURN, N. Y. 
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WHERE TO BUY 
Dancing Shoes and Taps 








NEW CAPEZIO MODEL— 


An Instant Favorite! 


Your customers will like this trim comfortable, 
flexible TYETTE; available in baby and Cuban 
type heels; for Tap, Musical Comedy and Span- 
ish Dancing; marvelous 
value! White Satin, Pat- 
ent Leather—retails prof- 
itably in the $5.00 range. 


Send for new cat- 
alog. Ask about 
exclusive st « 
chise. 
















AGO 
sTock DEPT. Main Office and Factory 
159 No. State 0 @ 
Street tL Z 
LOS ANGELES 
STOCK DEPT. 
1533 Rosalia 
Road 
With T 
TAP SHOES Atta 






IN-STOCK 
No. 9780—Black Kid 
$1.70 


No. 9785—Patent 
Leather 


BROOKS SHOE MFG. CO. 











































ner 
Philadelphia 
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WHERE TO BUY 
Spats 


le ll el i ei ei i i 


PTB Gor Bi? PVY ABA ji GE 


BOND STREET 


/ 4 Best known, most de- 

“3 manded line. Styled in 
England and made in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
j Supported by strong mer- 
chandising helps, attrac- 
tive packages, etc. Immediate delivery from stock. 
Write for samples. 


THE WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 
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FIT RITE OVERGAITER CO. 

526 S. 3rd St., Philadelphia, Pa. 

MANUFACTURERS OF SPATS 
PRESENT 


FIT RITE SPATS 


$6.50 to $18.00 Doz. 


Felt—Kersey Cloth 
English Box Cloth 
Light and Dark 


ray 
Lighe and Dark 
awn 





New Oxford Gray— 
Black—White. 


Samples on request 











PROFIT PRI 





NCIPLE No. 5 


Copyrighted and reprinted by permission of National Shoe Retailers Association. 











There are two kinds of 
salesmanship, “Service 
Selling’ which supplies 
what is asked for, and 
“Creative Selling,” which 
by suggestion causes a de- 
mand for something else. 

The average salesman 
who sells 7 pairs per day, 
to 7 people, has just 7 
opportunities to sell a 
“double header,” and ren- 
der a real service to both é 
store and customer. x 

Show that second pair 
—for educational pur- 
poses, anyway. In depart- 
ment stores and 5 and 10-cent stores 
90 per cent of the merchandise can be 
seen. Cartons do not create desire to buy. 


about them. Desire is created in that 


x4 Weeks pe 
X {2 Months per Year 





Get the shoes out of the boxes, let the. 
customer look at them, feel them, know: 


ONE PAIR PER DAY 
| Pair x 4 Salesmen + 
x 6 Days per Week 24 


r Month Q 6 


Ik. 
*8064 


way. Think of the second pair. No sales- 
man should assume that any customer 
is a “one pair” buyer any more than 
that he is a “price” buyer. No sales- 
man can “size up” customers to that 
extent. 


7 per pair 















>» WHAT’S SELLING? 4 








Chicago Strong for Oxfords 


Cuicaco—“Chicago is the greatest 
city I have ever seen for selling 
women’s low-heeled walking oxfords,” 
says L. D. Macher, manager of the 
Forsythe Shoe Corporation. In fact, 
he went on to say that the present 
popularity of pumps has not affected 
the sale of oxfords at his store. He 
reported a nice Saturday business, 
which, he said, was accompanied by an 
increased interest in T-straps. 

An entire window of the O’Connor & 
Goldberg State Street store is devoted 
to Prince of Wales ties in burnt brown. 
Not a great many pairs are shown, but 
the very simplicity of the entire dis- 
play makes it unusually effective. 
Notice that the fall and winter social 
seasons are just around the corner is 
being served by several of the better 
stores. They are displaying white 
slippers, both sandals and pumps, in 
brocaded satin, faille and moire fab- 
rics. These displays are generally ac- 
companied by dainty, white beaded bags. 
An interesting development in the 
window displays of many of the down- 
town stores.is the evident increase in 
the amount of hosiery and handbags 
being shown. Most of the stores are 
devoting entire windows to these items, 
realizing that they occupy an important 
place in their merchandising scheme. 
Upon investigation it was found that 
these merchants are trying, in this 
manner, to educate the women to the 
fact that the shoe store is the logical 
place to purchase these important ac- 
cessories. 

While the heat wave of a week ago 








skies and sunshine is still very much 
in evidence in Chicago. As a result, 
the sale of Fall footwear has again 
slowed up after a slight spurt last Fri- 
day and Saturday. These days were 
cold and rainy, but the spell of bad 
weather was not of sufficient length to 
have any real effect on sales. 





Two New Kinney Shops 


INDIANAPOLIS—The G. R. Kinney 
Company, Inc., of New York, operators 
of a chain of retail shoe stores through- 
out the United States, has leased space 
for two additional stores in the down- 
town district here. The new locations 
are at 139 West Washington Street 
and at 104 North Illinois Street in the 
Traction Terminal Building. George 
Dimel of this city, is district manager 
of the company. The company for 
several vears has operated a store here 
at 24 North Pennsylvania Street. The 
two new locations will be opened about 
Sept. 12. 


Repairs College Leather 


PEABODY, MAss.—The Ivory System, 
Inc., of Peabody, has handled 25 per 
cent more football equipment this sea- 
son than last, and this is one sign of 
lively times on the gridiron for the 
coming next few months. The business 
of this concern is singular. It reno- 
vates shoes, helmets, pads, uniforms 
and other items of football equipment, 
including even footballs. Its business 
is spread out among colleges, athletic 
clubs and gymnasiums all over the 
country. 








has passed, balmy weather with clear 
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WANTED! 


—GOOD 
LACES— 


AND 


SCHAEFFER & COMPANY 
222 Cedar Street, Reading, Pa. 
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YOU CAN'T WEAR OUT THEIR LOOKS 


SPEED stocked in 


Brown Hickory Calf, No. 251 
Black Hickory Calf, No. 451. . at *6 


A, 7 to 12; B, 6 to 12; 
C, 5 to 12; D and E, 6 to 11 
(Style 451 only—AA, 714 to 11) 


in stock, *9 f0 “6° 


82, Active styles promptly on request 


Complete catalog mailed 


THE J. P. SMITH SHOE CoO. 
SANGAMON & HURON STREETS, CHICAGO 
181 Duane St., New York . . . 712 Forrester Bldg., Los Angeles 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 




















WHERE TO BUY 
Ballet Slippers 


Soft Toe Ballets 








159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 


Dept. 510. 
















BLACK KID BALLET SLIPPERS 
MADE ON RIGHT AND LEFT LASTS 
Wom nies. Childs 

Style No. aoe. ad i 35 $1.3 © $1.25 
BStyle No. 60 sy 15 4 10 
Coast Prices Slightly 1 
Brooks Shoe Mfg. Co. 
Philadelphia 


Swanson and Ritner Sts. srode 


Los Angeles—1162 So, Hill St. 








BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Style gies Bik. Kid Hand 
, Soft Tee 


en. wry -2 3%. : 
$1.30 $1.35 $1. 
Also rights and lefts ia 
stock 
ccawee> & ag 
Specia! in Ballet 
241 N. Tics Street, Philadelphia, Pa. 








Inc. 








In Stock Black Kid 
Ballet Right and Left 
Last 





Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 








BLACK KID BALLET 
SLIPPERS Seti 


IN STOCK 

Ladies’ 
ee . feet eecceccccoscose 

Hard Toe $1 06 per pair Higher — 


ROTH SHOE CO 
50 N. 4th St., Philadelphia 















Wom. Miss 
$1.40 $1.35 
1.25 1.20 1.15 


Professonal Ballet Slippers 
Also 





CHICAGO FOOTWEAR 


COMPANY 
325 W. Monree Chicage, Ill. 





Send fer catalogue and prices. 
W.M.KILLORAN %* |, Lynnfield, 








- the retail shoe business. 











» ON THE SELLING END « 


News of the Travelers and Sales Activities 





Max C. Streicher With Sherwood 


The Sherwood Shoe Company of 
Rochester, N. Y., has announced the 
appointment of Max C. Streicher as 
California salesman. 

Max Streicher is a former president 
of the California Retail Shoe Dealers 
Association and is well known in the 
territory. For the past year Max 
covered this territory for a Brooklyn 
house. Previous to going on the road 
Mr. Streicher was for many years in 
He learned 
the shoe business in his father’s store 
in San Diego, then opened his own store 
in San Francisco, where he was very 
successful. - 

Mr. Streicher has~-spent the past 
week at'the factory in Rochester, and 
will soon start out with the Sherwood 
line in California. 





R. H. Hicks With Great Western 


R. H. Hicks, who has been covering 
north Georgia territory for Endicott- 
Johnson Corp. for the past three years, 
has recently become connected with the 
Great Western Shoe Co. of Portage, 
Wis. Mr. Hicks will make his head- 


quarters at Atlanta, Ga., and will have. 


charge of Georgia and Florida terri- 
tory. Mr. Hicks is selling the Fargo 
line for men and boys, beginning Oct. 5 








Correction 


In our issue of Sept. 19, we an- 
nounced that William Stratford of the 
Churchill. & Alden sales force had 
joined the selling staff of the Charles 
A. Eaton Company. The correct name 
should have been A. E. Shapperd. Mr. 
Shapperd is now representing the 
Charles A. Eaton Company in the ter- 
ritory from Denver west. 





Awarded Traveling Bag 


Boston—Otis H. Bates, who has 
been selling men’s shoes in New En- 
gland for the past 25 years, is the 
proud possessor of a handsome travel- 
ing bag awarded him for selling the 
most shoes during the months of July 
and August. During the last five years 
Bates has represented the J. R. Burns 
Shoe Co. in his section. It was his 
great enthusiasm for his line that 
enabled him to lead all the rest of the 
firm’s salesmen. 


Charles L. Smith with Winkelman 


Charles L. Smith, formerly of the 
Betty Shoe Company, is now with the 
Winkelman Shoe Mfg. Company and 
has been given the Mid-West territory. 
Mr. Smith is well known among the 
merchants in that district. 








To Continue Union Shop - 


MIDDLEBORO, Mass.—Despite varied 
reports, Leonard & Barrows, Inc., well 
known manufacturers of men’s welt 
shoes, will continue to operate as a 
union shop. Upon their recent an- 
nouncement that they would operate 
on an open shop basis, union officials 
met with the factory executives and 
adjusted their differences with the ex- 
ecutives to permit them to continue 
operating as heretofore as a union 
shop. 

While the factory has been closed 
for several weeks, production has been 
started again with an average run of 
100 dozen pairs daily. 





Remodeling Store 


BuFFALoO—The local unit of the 
Newark Shoe Co. at Main Street, near 
Shelton Square, has been closed tem- 
porarily while the building is being 
remodeled to provide additional floor 
space with new fixtures and a new 
modern window display frontage. The 
improvements will be completed early 
in October. 
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To Make New Line 


HoLsrRooK, Mass.—South Shore man- 
ufacturers are watching the entrance 
in the $3 field recently announced by 
the Brockton Shoe Manufacturing Co. 
Announcement from the executives of 
this firm revealed the fact that they 
are planning the new line of $3 re- 
tailers rather than the $4 and $5 shoes 
they have been making for several 
years, in order that they may compete 
with factories in New Hampshire cred- 
ited with operating steadily on this 
type of men’s shoe. 





Improvements at Cordo-Hyde 


BRoOcKTON—Extensive improvements, 
including the installation of new equip- 
ment to greatly increase production fa- 
cilities, are under way at the Cordo- 
Hyde Co.’s factory under the direction 
of Sexton Eddings, general manager of 
the well-known lace company. The im-. 
provements call for a new office and 
salesroom along with the installation 
of much new equipment to expedite the 
handling of the company’s business. 


—_—_———— 
> THE PURPOSE OF BUSINESS IS PROFIT 4 
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No. A552—Black Ruby Kid Jalna; 
79 Last; 16/8 Louis Heel. In 
stock AAA, AA, A, B, C. 

Price $3.60 








No. A638—Black Ruby Kid One- 
Strap Center Buckle; 79 Last; 
16/8 Louis Heel. In stock AAA, 
BA, A, Bi Cu cccccsce Price $3.70 











No. A466—Black Ruby Kid Four 
Eyelet Tie; Silk and Black Mo- 
rocco Trimming; 35 Last; 15/8 
Wood Cuban Heel; Leather Top- 
TE. ccc wcersvecsedpecs Price $3.60 





AUBURN, ME. 











(Factory and In-stock Dept.) 
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fifty million 
Women . « « 


—there are Hand Turned Shoes that are 
Arch Supporting, neatly modern in style and 
design, priced for economy, and absolutely 
superior for Comfort. Something different— 
these Stylite Hand Turns at prices every 
woman can pay. Unequalled in their grades 
for quality and lightness of appearance. In 
stock in wanted sizes and widths at Turn Shoe 
Headquarters—Auburn, Maine, and Saint 
Louis, Mo. 


The growing demand shows women are find- 
ing that Stylite Hand Turns satisfy. Tie up 
now with Turn Shoe Headquarters—cash in 
on these good dollar for dollar values—na- 
tional advertising—“up-to-the-minute” mer- 
chandising plans. 


There’s profit in it! Let us have your trial 
order today! 


AULT -WILLIAMSON 


SHOE COMPANY 


(In-stock Dept.) 
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ST. LOUIS, MO., 416 North 12th St. 
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WHERE TO BUY 
Shoe Forms 


6 8 ee F 


TJatry JOrms 


for Shoes and Hosiery 


Shoe Form Ce., Inec.. Auburn, N. ¥. 
SAE A NNN PA OE RE 28 


6 6 ee er rr 


WHERE TO BUY 


Bowling Shoes 


BE 6 8h Eo FP 


@€THCO 


BOWLING SHOES 
No. C762—All sizes in stock 
for immediate delivery. 
Write 


talog_ of ie 
Shoes. 






OP 68 ee OP 


WHERE TO BUY 
Women’s Slippers 


OO Ei EF EOE ET Ee PET PO 





Wonderful Value! 
Case Lot Buyers! 


Order a Case— 
Be Convinced 


Ade 


PER PAIR 






Sizes 3 te 8 
and 4 to 8 






Green, Blue, Rose, Black. 
Satin Crepe covered heel. Chrome leather sole. 
RESTFUL SLIPPER CO., INC. 
663 Broadway New York City 

















In New Location 


JAMESTOWN, N. Y.—W. H. Anderson 
Shoes, Inc., of which Wilton H. Ander- 
son is president, has moved from 108 
Main Street to new and larger quar- 
ters at 119 Main Street in the store 
formerly occupied by the E. Verne Bly 
Shoe Company, which has discontinued 
business. Extensive alterations have 
been made and new fixtures have been 
installed. W. H. Anderson Shoes, Inc., 
is the successor to Axel E. Anderson, 
who for many years was associated 
with the firm of Anderson & Sandburg. 
In addition to a complete line of shoes, 
the company has installed a hosiery 
department. 





Why Customers Leave Home 


[CONTINUED FROM PAGE 32] 


Our advertising will not overbalance 
this type of adverse propaganda. 
Make your salesmen understand this. 
Make them see that poor fitting can 
ruin an otherwise satisfactory depart- 
ment. 

Your job is not done when you min- 
imize these faults. There will always 
be the customer who has been poorly 
fitted. If you want to hold this cus- 
tomer and her friends, adopt a fair 
return policy for this group. Here is 
<n example of the detrimental adver- 
tising of poor fitting and a poor ad- 
justment policy. 

A young man, an office worker, 
bought a pair of shoes from a reputa- 
ble concern. While being fitted he re- 
marked that the shoes seemed tight; 
but the salesman informed him “It was 








Truth Takes a Holiday 
[CONTINUED FROM PAGE 34] 


ing are reduced, the market value of 
their securities declines and the possi- 
bility that the bonds of certain railways 
may cease to be legal investments for 
savings institutions becomes a subject 
of financial discussion. The talk spreads 
and in the minds and mouths of those 
who do not understand, the significance 
of the situation is distorted and exag- 
gerated. Some get the impression that 
the financial institutions holding these 
securities are in jeopardy and a sin- 
ister whispering campaign involving 
banks, insurance companies and the 
whole financial fabric is in the making. 

A big New York bank recently had 
the courage to drag one of these insid- 
ious whispering campaigns out into the 
open and obtained a grand jury indict- 
ment against one of those charged with 
circulating false rumors regarding its 
financial integrity. But you can’t ar- 
rest the ghosts of fear who are chiefly 
responsible. You can’t indict them in 
court or put them in jail. It remains 
for the business men of the country, 
who are primarily interested in main- 
taining the country’s welfare and re- 
storing its prosperity, to take up the 
battle against false, ignorant and ma- 
licious gossip whose effect is to under- 
mine confidence, destroy courage, 
thwart initiative and create a psychol- 
ogy of defeatism that paralyzes the will 
to win. 

The gossip monger is never an ad- 
mirable character. In a situation like 
the present he is nothing more nor 
less than a despicable traitor. He de- 
serves the contempt of every red- 
blooded American business man. And 
when he is punished with the contempt 
that he deserves one necessary step will 
have been taken toward the recovery 
of prosperity in business. 





merely the stiffness of the leather, the 
shoes were correct in size.” The shoes 
were worn several times and were 
more uncomfortable each time. A chir- 
opodist friend advised the customer 
that they were 1% sizes to small. The 
customer returned them to the store. 
The manager handled the adjustment, 
measured the foot and recommended 
that the shoes be left to be stretched. 
A week later they were again taken by 
the customer but were returned a few 
days later. The manager recommended 
that they be stretched again and, al- 
though the customer now doubted the 
sincerity of the manager, he consented. 
Again they were worn by the customer 
and again returned. This time. the 
manager stated that as the shoes had 
now been worn considerably, he could 
make no further adjustment, but if 
the customer would be willing to pay 
$2.50 he would send the shoes to the 
factory to be relasted. The customer 
refused and gave the shoes to charity. 


To the manager the incident was 
closed. He had saved a refund. To the 
customer the incident was not closed. 
He needed a new pair of shoes, bought 
them elsewhere. He told his friends of 
his foot troubles—emphasizing the un- 
satisfactory treatment at the X—— 
store. A typical case of “A friend had 
not been suited.” 

Multiply this case by others of a 
similar nature each month and the av- 
erage shoe merchant has decreased fu- 
ture sales possibilities. 


The Quality Wearer Comes Back 
[CONTINUED FROM PAGE 21] 


more spent on the proper training and 
the proper display equipment will un- 
consciously impress. the thousands who 
pass your store or enter your shoe de- 
partment. 

There has rarely been a season when 
the types of materials appearing in 
dresses, suits and coats have so greatly 
influenced footwear styles. All of us in 
the retail stores are having to study 
fashions closer than ever before. The 
wrong shoe this season will be so ut- 
terly wrong that the salesman must be 
mighty sure he knows what he is talk- 
ing about before he recommends a spe- 
cific pattern or material to any cus- 
tomer. 


Men on the floor must be made to 
understand that. the ordinary kind of 
shoe selling is out. They’ve simply got 
to buckle down and render a type of 
service that’s in keeping with the prod- 
uct they’re selling. You should be no 
longer satisfied with a salesman who 
knows less about current styles than 
the woman he serves. 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 10, 1931 


62 












id 
i- 


rreoroeo<? S<s3 95 


wvwvVvr Teor CO 

















NAY" Ss 


YY, SA \A AG 
¢! 


Welcome 


TO HOTEL LINCOLN 
DURING THESE 3 


IMPORTANT EXHIBITS 
OCTOBER 9-10 


Official Opening of American Leathers 
for Spring 





Annual Convention of the National Association 


of Shoe Wholesalers 
NOVEMBER 16-21 


National Seasonal Opening Style Shoe and Shoe 
Display of the National Boot and Shoe 
Manufacturers Association 





This new, luxurious 1400 room hotel, invites you 
to make your visit a most pleasant one. 


A few minutes walk to exhibit headquarters. 
Adjacent to all theatres, shops and business die- 
tricts. 


Each LINCOLN room. contains a private bath 
(tub and shower) a servidor AND A RADIO. 


THESE MODERATE RATES PREVAIL 


Single $3.00 $3.50 $4.00 
Double $4.00 $5.00 $6.00 


SUITES AVAILABLE 


--- New Hotel... 
LINCOLN 
Sth ae Wey 45th Sts. 












ROY MOULTON, Manager — 





Boor AND SHOP RECORDER 
combining THE SHOE RETAILER, Oct. 10, 1931 





*** BEAUTY 


\ 


NS 
W Y-. 


s 


+ UTILITY 
= 


‘iy 






~\ 


\\\\s 


ie 


o 


+PROFI 


ww’ AY 








aa Te cial 


beauty with utility, it inevitably 
follows that such a popular 
product as 


bath ZAPON 


in America by The Zapon 
Company, this waterproof, 
thamois-soft material is 


waive cae” Kor Slipper Uppers 
would also add profit to this 


<f2> imposing list. Measured in 


Look for the Zapon label o — 1 
Lub fr she Zapm labelen terms Of sales—the popularity 


against infertor'preauc, Of ZAPON UPPERS cannot 


be surpassed. 


THE ZAPON COMPANY 


A Division of Atlas Powder Company 
STAMFORD « « « CONNECTICUT 
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116 SAMPLE ROOMS 
for the Shoe Trade 


Note These Ten Features: 


1. All sample rooms especially designed 
and built for proper display. 


2. Special lighting. 
. New type fan hangars. 
. Multiple power outlets. 
. In-a-door beds. 


3 
4 
5. 
6. Attached dressing rooms. 
7. All sizes up to 400 sq. ft. 
8 


. Radio, tub, shower, full length mirrors, 
servidor with every sample room. 


9. On two separate floors. 
10. Rates from $5.00. 


HOTEL NEW YORKER 


NEW YORK’S MOST POPULAR HOTEL » RALPH HITZ, MANAGING DIRECTOR 
34TH STREET AT EIGHTH AVENUE, NEW YORK CITY 





Daily Rates Reduced 


$2.50 per day without bath. 
$3.00 per day with bath. 
$4.00 per day double, with bath. 


at 49* and Lexington NEW YORK 


Has all the comforts 
oa private club. 


most enjoyable 
hotel atmosphere 
in New York. 
a 











“MANCHESTER” 


Curved Jaw Nipper 


—— WHIT CHER 






The only EMpper, Just the right shape to cut out tacks on 


inside of shoe. jaw enables cutting close to insole. 
Made of high-grade tool steel, nickel plated. Specify Genuine 
Curved Jaw chester” when ordering. 

PRICE $4.00 
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F. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 


New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once 
delivery of the new and revised Shoe and 
Leather Lexicon. This handy book of 
the trade is in its sixth edition, over 100,- 
000 copies now in use. Price 50 cents. 


Boot and Shoe Recorder 


239 West 39th St. New York, N. Y. 
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How would you like to have 
AN OFFICE IN THE 


TIMES SQUARE DISTRICT 
for $100 A MONTH? 


HERE are a few offices still available in a 

large, high-class building located within a 

short mashie shot of Broadway and 42nd 
Street, New York. 


At the extremely low rate of $100 a month you get 
a large, outside office, completely redecorated, elec- 
tric fixtures installed, heat furnished, day and night 
elevator service, and the benefit of our low electric 
rates. 


Larger quarters can also be provided, and changes 
will be made to suit your requirements. These spaces 
are ideal for show or display rooms. 


The building houses the executive offices of the 
United Business Publishers, Inc., publishers of The 
Iron Age, Dry Goods Economist, Boot and Shoe 
Recorder, Jewelers’ Circular, Chilton Automotive 
Publications, and other nationally known publica- 
tions. 


The building is located at 239 West 39th Street, 
midway between 7th and 8th Avenues, served by the 
I.R.T. and B.M.T. subways, is only a block from 
Times Square Post Office, and a few blocks from 
either Grand Central or Pennsylvania Terminals. 


If you are contemplating a change or opening a 
New York office, don’t fail to inspect these remark- 
able rentals. They may be leased direct or through 
your own broker. For full particulars write to: 





Building Manager, : 
UNITED BUSINESS PUBLISHERS, Inc. 
239 West 39th St., New York, N. Y. 


Bordering the great retail shopping district, centrally located between the two great 
railroad terminals, with rapid transit to all parts of the Metropolitan District, and. 
within easy access of the smart shops and fashion center, this location offers great 
convenience at very moderate rentals. 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


¥ a oe 














SALESMEN WANTED 


POSITION WANTED 


BUSINESS OPPORTUNITY 











Unusual Opportunity 
for Experienced Salesmen 


To carry as a side line one grip of stock 
styles of popular priced misses’ and chil- 
dren’s quality shoes—Patented Process 
Goodyear Welts—made by one of the 
leading Middle West manufacturers. Com- 
missions paid monthly on direct and mail 
orders. State territory covered and line. 
Give references. Address C-647, care 


Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 











pre 9 SALESMEN wanted to carry our spats 

shoe ornaments as a sideline. Please 

ive ye~ 4. and references with reply. 

ANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, IIl. 





SALESMAN with a good following to sell 
ladies novelty shoes. $6.50 retailers. Refer- 
ence required. KESSLER-LEVIN. SHOE 
MFG. CO., INC., 35 S. Frederick St., Balti- 


more, 





SHOE SALESMEN wanted to carry Instep 
Protectors as a side line. Fastest selling 
shoe accessory in the trade today, 100% sales 
appeal. Recognized legitimate item. Samples 
can be carried in pocket. Few choice territories. 
VAMP-EEZ COMPANY, 1141 _ Broadway, 
New York, N. Y. 





OUNG MAN WANTED to sell our lines of 
shoes in the state of New York, with head- 
quarters in either Buffalo or Rochester. Apply 
with particulars as to selling record and give 
DIAMOND SHOE CO., 139 

New York, me 


references. 
Duane St., 





POSITION WANTED 





BUYER or as assistant by man who has a 
thorough working knowledge of new store 
methods. Intimately knows the sources of sup- 
ply, both Eastern and St. Louis. Salary is 
secondary until I can a myself. Excellent 
references available. ‘4 3 go anywhere. J. 
m: CAMPBELL, 600 S. W. 7th Court, Miami, 
a. 


Can You Complete This 
Story? 
Here Is the Principal 


Character 


The Man — 35 Years of Age and 
married. 

Experience — Many Years in Shoe 
Store, Both Selling on Floor and 
Managing the Store. 

Position Desired—Place on Floor 
Selling Shoes. 

Location Desired—aAny Place in the 
United States. 

Salary Desired—A Living Wage. 

If You Can Complete This for Me 
Address C-644, Care Boot & Shoe 
eeamiaes: 239 West 39th Street, 

New York City 











Ladies’ Shoe Department to 
Lease, Heart of Business Section. 
In Modern High Class Ready to 
Wear Store; Location 100% for 
$4, $6 and $8 Sellers; Fiat 
Rental or Commission Basis. 


ALBERT JACOBS 
Lake Charles, La. 











STYLE ADVISOR 


Open to take on a few high class 
accounts, either retail or manufac- 
turing. 

Has a thorough knowledge of 
New York Market in regard to 
fashion trends, materials, and pro- 
motional ideas. A background of 
seven years of factory knowledge. 
References Exchanged. 

Address C-643, care of BOOT & 


SHOE RECORDER, 239 West 39th 
Street, New York, N. Y. 











MANAGER BUYER or ASSISTANT by 
American, age 40 years. Married. 22 years 
Retail Shoes. Fifteen years as buyer. Reason 
for not being connected now, department sold. 
Will consider going anywhere but prefer West 
Coast. Reliable, references can be supplied. 
My experience has been mostly in Ladies and 
Children’s high grade and popular price shoes. 

a + 147 Haywood St., Ashe- 
ville, N. C. 








LINE WANTED 





ALESMAN—Large following with buyers for 

chain shoe stores, department stores, dollar 
stores, syndicate buying organizations, shoe 
findings jobbers, chain hat and_ haberdashery 
stores in New York and out: of-town. Three 
years’ experience selling men’s spats to above 
trades. Desire similar or other good substantial 
line. Address C-649, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





EXPERIENCED salesman with established 

trade wants snappy line of Women’s popular 
priced fiovelties for Pennsylvania. Address 
C-648, care Boot & Shoe Recorder, 1201 Chest- 
nut St., Philadelphia, Pa. 





WANTED: To negotiate Eastern manufac- 

turer, novelty and staple styles, Women’s 
soft and hard sole slippers, _adapted to im 
ment Store trade. ommissior basis. Wide 
and favorable a a buyers Pacific Coast 
States. Addre F. Swan, care of BONE 
DRY SHOE COMPANY. Tacoma, Washing- 
ton, 





AGENTS WANTED 





LONDON FIRM OF IMPORTERS. Planta- 
tion Crepe Sole Rubber seek first class buy- 
ing agents with connection shoe trade in Boston 
r New York. Write to Box No. 128. T. 
BROWNE'S ADVERTISING OFFICES, 163 
oo P ac osea Street, London, E. ¢C. 4, 
ngland. 





Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ©@ 


Minimum charge 
In all other cases each 
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WANTED TO PURCHASE MERCHANTS’ NEEDS MERCHANTS’ NEEDS 

y e e Ni E WwW _ 
pn podem Fg entire stocks "ot thoes A Business Builder Day and Night - 
an Leases. assumed ™ jesaie for the Shoe Dealer Ler ol 
rg Free Samples 


All matters strictly confidential. 
and Designs 





I. SIMON CO. 

101 Reade St., New York City ARTORAPT CO. 

Phone Worth 2-5922 Est. 1880 160 N. Wells 
CHICAGO 








HIGHEST CASH PRICES 
PAID 


2 fer shee stocks, slow sellers, ete. Short time 
leeses taken nage as” nd confidential. 








Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Scenes, Velour Papers, 
Paper Borders, Ribbon Borders, Decorative Papers, 
Puffing, Foils, Flitters, Valances, Draping Mate- 
rial, Grass Mats. Send for Fancy Paper Booklet. 

Price Tickets. 
DAVE’S DISPLAY DECORATIONS 


VAMP EASER 118 West Broadway, New York 


, 327 ant St = —_ York City 4 
Phone: Canal 6-2632 , 






























If you contemplate selling your Eliminates Binding at Instep 
cutee OF Sys ay cum: on pumps and strap slippers; also eases 
municate with us. Prompt at- vamp seam on men’s oxfords and women’s a 
tention given. ties. 
KIRSCH-BLACHER CO., INC. Ronaves poameege -- en ~ — baniaes New improved 
without stretching shoe elsewhere. ° 
— ooo a strain on stitching. Pouy Cup 
a ee = It is the greatest device for building busi- : 
ness and pleasing customers, that a shoe for Price Tickets 








TILTS AT ANY ANGLE 
$5.00 per gross $2.75 half gross 
latisfaction ranteed 
M. D. POLLING a hg ey 
216 Holland Bide. Met. Louis, Mo 


store ever installed. Write for particulars 
now. 











POSTER @ DEUTSCH Vamp Easer Co. 7 ance tn 

436 Grand St., New York City Salesmen—Write for particulars. 
Phone Dry Dock 4-0352 

— BUY FOR CASH — 

entire or surplus stocks of 

SHOES—DEPT. STORES HOTELS 

Leases assumed Transactions confidential PRICE TICKETS 
Colorful—Attractive 

Any Selection of Price Desired 

A New Style of Ticket Each 

Month 


Atel Samples to = ane Sent on 


WINTHROP | - ——-—> 


HARRY BURNETT, MgnDin 













































BUSINESS OPPORTUNITY 








SSS 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 


iy 
income in service fees. A new system 0: Vp 
foot correction; readily learned by any y 47% STREET 
one at home in a few weeks. Easy terms "4 LEXINGTON AVE. 
for training; openings everywhere with i 
all the trade you can aaa to. By. capi- NeW YORK 





tal required or goods to buy 

or soliciting. Fetablished 1894. me ‘direns 
Stephenson Laboratory, 21 Back Bay, 
Costes, Mans. The location of the Winthrop com- 
bines residential luxury and transit 
convenience ... All rooms are out- 
side and large, light and airy... 
Ample closet space, serving pantry, 











MERCHANTS’ NEEDS sink, and electric anger rd with 
each suite .. . Main and private 
dining rooms. 





rooms with bath from $4 


single, $5 double. 








Black figures, red trim en yellow 6-ply stock. 


Any Assortment You Need: 
24 dosen : 06.00 


Other Price Tickets: 
(Samples on Request) 
= dosen $2.50 





Check with Order—Please 


Merchants Service Dept. 
Republic Bldg. 
Chicago, IIl. 





ed information 


Mandel En zaving Co. 
sousee ‘Act Studios wseswst 
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G TATEMENT of the ownership, management, cir- 
cuiation, ete., required by the Act of Congress 
of August 24, 1912, of ‘“‘Boot and Shoe Recorder,”’ 
published weekly at New York, N. Y., for October 
1 soe. State of New York, County of New 
ork, ss. 


Before me, a Notary Public, in and for the 
State and county aforesaid, personally appeared 
William M. LeBrecht, who having been duly 
sworn according to law, deposes and says that he 
is the Business Manager of the Boot and Shoe 
Recorder Publishing Co., Publishers of the Boot 
and Shoe Recorder, and that the following is, to 
the best of his knowledge and belief, a true state- 
ment of the ———- management (and if a 
daily perer. the circulation), etc., of the afore- 
said publication oe the date shown in the above 
caption, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and 


‘u- 
— printed on the reverse of this form, to 
wit: 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: Publisher, Boot and 8 
Publishing Co., New York, N. Y.; 
D. Anderson, Great Neck, N. Y.; Mana 
Arthur D. Anderson, Great Neck, N. Y. 


Manager, William M. LeBrecht, New York, N. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the in- 
dividual owners must be given. If owned by a 
firm, company, or other unincorporated concern, 
its name and address, as well as those of each 
individual member, must be given.) Owners: 
United Publishers Corporation, 239 W. 39th St., 
New York, N. Y. 


(Stockholders of United Publishers Corporation 
owning in excess of 1%); United Business Pub- 
lishers, Inc., 239 W. 39th St., New York, N. Y. 


Stockholders of United Business Publishers, Inc. 
owning in excess of 1%; C. 8. Baur, 3559 164th 
St., Broadway, Flushing, L. L, N. ¥.; G 
Buzby, Philadelphia, Pa.; Anna B. 
antvilie, N. Y.; Fritz J. Frank, Pleasantville, 
N. et, Lee, ay & Co., (Partnership), New 
ber N. Y:; Musselman, Philadelphia, Pa. ; 
. C. Pearson, Montelair, N. J.; Lelia C. Pear- 
hh Montclair, N. J rederic C. Stevens, 325 
West End Ave., New York, N. Y.; ( Frederic 
& pee Co., 23 Prospect Terrace, Montclair, 


NOTE: Stockholders of (A) Frederic C. Stevens 
Co.; Velma 8. Stevens, 325 West End Ave., New 
York, N. Y.; C. Stevens, Jr., 325 West End 
Ave., New York, N. Y.; Velma I. Stevens, 325 
West End Ave., New York, N. Y.; Frederic C. 
Stevens, 325 West End Ave.. 
Ruth 8. Kane, Montclair, N. J 


New York, N. Y.; 


3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 
cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so 
state.) None. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and secur- 
ity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the company but also, in cases 
where the stockholder or security holder appears 
upon the books of the company as trustee or in 
any other fiduciary relation, the name of the 
person or corporation for whom such trustee is 
acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bon 
or other securities than as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subsc rs 
a, ag six months preceding the date shown 
above 1 (This information is required 
from daily publications only). 


WILLIAM M. LE BRECHT, 
(Signature of Business Manager) 


Sworn to and subscribed before me this 25th day 
of September, 1931. ; 


[SEAL] CHARLES B. TANNER 
Notary Public, New York County 
N. Y. County Clerk’s No. 12 


N. Y. County Register’s No. 2-T-101 





Commission expires March 30, 1932 


Nelson Shoe Co. Moves 
PHOENIX, ARIz.—The Nelson Shoe 


Co., oldest exclusive shoe store in| 


Phoenix, has just opened in new and 
much larger store quarters at 120 
North First Avenue in the Title & 
Trust Building. Established 20 years 
ago, the store was located for a num- 
ber of years at 27 South Central. 

William M. Goodman is manager and 
his father, C. W. Goodman, president 
of the firm. W.H. Austin will be the 
chiropodist. 

Air-cooled and ultra-modern in fix- 
tures and equipment, the store features 
a full line of Selby’s footwear, includ- 
ing Arch Preserver, Tru-Poise and 
Siris. Also the Wright Arch Preserver 
for men. 





Insures Employees 


DANVERS, Mass.—Announcement has 
recently been made of the adoption of 
a group life insurance policy for the 
protection of 67 employees of Creese 
& Cook Co., Inc., tanners. 

The Prudential Insurance Company 
of America issued the policy involved, 
which grants protection of $1,000 to 
each worker. 

The policy is of the contributory type, 
the employees themselves paying a part 
of the premium and the employing com- 
pany assuming the remainder of the 
expense. 





New Orleans Shop Quits 


New ORLEANS— After _ thirtv-six 
years in business the Tulane Shop, 
1012 Canal Street, has decided to close 
jts doors. The entire stock will be dis- 
posed of within the next few weeks at 
a store-wide sale. Organized in 1895, 
the Tulane Shop ranked with the most 
exclusive shops in the higher priced 
field. Directors of the firm state that 
the present trend toward popular 
priced goods would so revolutionize 
their merchandising that they have de- 
cided to go out of business. “The days 
of $125 dresses and $1,000 coats seems 
to be past,” the buyer explained. “Hats 
at $15 and $25 are a total loss. Shoe 
prices over $7.50 do not move as fast 
as a progressive merchant would like 
them to move. All of our experience 
has been in the higher priced field and 
we cannot adapt ourselves to 1931 price 
standards and levels.” 





New Jackson Store 


JACKSON, Miss.—The Grand Leader, 
a new store, has opened at 218 West 
Capitol Street. The store is carrying 
a line of ladies’ and children’s popular 
priced shoes. 





Craig-Reed to Liquidate 


BrocKTON—The decision to discon- 
tinue production and liquidate was 
reached last week at a meeting of the 
Craig-Reed Shoe Co., which was formed 
several years ago out of the original 
Craig-Reed & Emerson Co. 
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DRAMATIZING THE LACE 





About the only time one gives any 
serious thought to the little old shoe 


lace is when it breaks—then the 
thought is not a kind one. But there is 
a way to arouse interest and attention 
and even create sales of shoe laces 
and that is by means of packages and 
displays. This has been demonstrated 
by the new put-up recently introduced 
by the Hutmacher Braiding Company 
for their Natural Tip laces. 

Laces in bulk are difficult to display, 
and as a rule have been carried in in? 
conspicuous locations in the retailer’s 
stock. This is a sales handicap from 
the start. 

Some form of sales promotion was 
needed to bring this item before the 
buying public. Something different 
than the ordinary method of selling this 
commodity was necessary to arouse the 
enthusiasm of the jobber and the re- 
tailer. Therefore, after various ex- 
periments, a beautiful set of boxes, 
labels and displays, as shown in the 
illustration was designed. 

Each of these boxes holds one dozen 
pairs of shoe laces. While they are 
packed in this quantity for wholesale 
and retail distribution, every: family 
should have a full box of one dozen on 
hand and it will not be surprising to 
hear of some enterprising retail stores 
selling the full package. 





Gordon, Brown-Bilt Manager 


BuFFALO—William H. Gordon has 
been appointed -managér of the new 
unit of the Brown-Bilt Shoe Co. of St. 
Louis, which has been opened at 2179 
East Seneca Street. 


Open Shoe Department 


BurraLo—The B. & B. Co., operat- 
ing a retail men’s, women’s and chil- 
dren’s apparel store at 577 Main Street, 
announces the opening of a men’s foot- 
wear department featuring shoes at $5. 
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BUSINESS CHANGES 


ARIZONA—Phoenix—William Gleason Men’s 
Furnishing Store; shoes, etc.; recently com- 
menced business at 112 W. Adams St. 

ALIFOR: NIA—Ontario—Harry Main; men’s 
clothing, shoes, etc.; reported succeeded by IL. 
Singerman. 

San Bernardino—I. Cline (“Sun Outtfiting 
Co.”)) (526 Third St.) ; boots, shoes, etc.; ad- 
vertising to sell out. 

ILLINOIS—Chicago—Ravid’s Store (2341-2343 
W. Madison St.); shoes, etc.; inc. authori: 
capital $10,000. 

State Boot Shops (2726 Milwaukee Ave.) ; 
shoes, etc.; inc. authorized capital $5,000. 

MAINE—Lewiston—N. Dennis; shoes, etc.; 
recently commenced business at 131 Main St. 

MASSACHUSETTS—Boston—Chas, Fitch Co. ; 
boots and shoes; recently incorporated. 

Chelsea—Leon E. Gingras Co., Inc.; tanners; 
recently incorporated. 

Young Shoe Mfg. Co.; capital stock increased 
by $5,000. 

K & F Shoe Mfg. Co.; manufacturers; inc. 
authorized capital $25,000. 

Haverhill—R. V. Murphy Shoe Co.; manufac- 
turers; name changed to Arthur F. Hickey Shoe 


., Ine. 

North Abington—M. N. Arnold Shoe Co.; 
manufacturers; reported Lay aay 

NEW JERSEY — Jersey City — Adams Shoes 
for Men; manufacturer and retailer; recently 
incorporated. 

Newark—Samuel Knee; manufacturer shoes, 
trunks, etc.; inc. authorized capital $100,000. 

fon: ifeeaaaaatha dep’t store; recently 
incorporated. 

Wildwood—H. Barrish; boots, shoes, etc.; re- 
cently incorporated. 


NEW YORK—Buffalo—Liberty Shoe Co. (923 
Broadway) ; boots and shoes; succeeded by Dave 


brams, Inc. 
pee See Shoe Cv.; shoes, etc.; 
recently incorpora' 
New York City—G & T Bootery; boots and 


shoes; inc. authorized capital $2,000. 
Macy’s Shoe Stores; boots and shoes; 
cently incorporated. 
Murray Shoe Co.; manufacturer; recently in- 


corporated. 
press J Shoe Co.; manufacturer; recently in- 


corporated. 

NORTH CAROLINA—Statesville—N B Shoe 
Co.; boots and shoes; recently commenced busi- 
ness on South Center Street. 

OHIO—Arlington—H. E. Orwick ; 
succeeded by N. I. Breslin. 

Canton—Wm. C. Herbruck Co.; shoes, etc.; 
recently incorporated. 

Cincinnati—Arn-Mor Shoe Co. (224 W. 5th 
St.); boots and shoes; moved to Middletown, 
Ohio. 

Cleveland — Weisfeld Cut Rate Dep’t Store 
(4311 Woodland Ave.) ; shoes, etc. ; recently in- 
corporated. 

Shelby—George B. Heck; boots and shoes; 
succeeded by Mrs. E. Sanger. 

West Mansfield—D. W. Huffer; 
reported advertising to sell out. 

PENNSYLVANIA — Philadelphia — M. Fox & 
Co., Inc. (88 N. 4th St.); wholesale boots and 
shoes; name changed to Hunn Shoe Co., Inc. 

Kaplan, Inc.; boots and shoes; ine. authorized 
capital $25,000. 

WISCONSIN—Sheboygan—Columbia Shoe Co., 
Inc.; manufacturers; reported liquidating. 


re- 


shoes, etc. ; 


shoes, etc.; 





FAILURES, EMBARRASSMENTS, Etc. 


CALIFORNIA — Banning — Samuel J. Gantt 
(Gantt Dry Goods Co.); shoes, etc.; reported 
petition in bankruptcy. 

DISTRICT OF COLUMBIA — Washington — 
Maurice Narcisenfeld. Estate (‘The Leader’’) 
(726 Seventh Ave.) ; boots, shoes, etc.; reported 
called meeting of creditors for Sept. 24. 

an ee ee eee Co.; shoes, 

reported petition in bankruptcy. 

““SiLinols — Chicago — S. Meltzer (LeClaire 
bran | boots and shoes; reported receiver 
appo 
Michael A. oa ie fens W. Madison St.) ; boots 
and shoes rted petition in bankruptcy. 

1OWA—Sioux City—Pelletier Co.; dep’t store; 
reported receiver appointed. 

MASSACHUSETTS—Boston—Joseph A. Gross- 
man (Strand Booterie) (633 Broadway-Seuth 
Boston) ; boots and shoes; reported assigned; re- 
ported called meeting of creditors for Sept. 28. 

Marvin’s Shoe Stores, Inc. (596 Washington 
St.) ; boots and shoes; re assigned. 

Price Shoe Co. (610 Washington St.); boots 
and shoes; reported assigned. 

Haverhill National Shoe Stores Co. (Avedis 
Maloomian); boots and shoes; reported as- 


signed. 

MICHIGAN—Bay City—Levy & Ejichorn (205 
Center St.) (also Jackson); boots and shoes; 
reported receiver appointed. 

MINNESOTA — Minneapolis — Pursley Shoe 
Store (2128 Broadway); boots and shoes; re- 
ported receiver appointed 


MISSOURI—Kansas City—Morris Kurtz (New 
York Bargain Store) ; shoes, etc.; reported peti- 
tion in bankruptcy. 

NEW eeson renin Pp Shoe Co., 
Inc.; manufacturers; reported assigned with 
liabilities of $18,000 ak Ge assets of $2,500. 

a — eee eee Shoe Co.; ; man- 
ufacturers ; reported assig 

NEW JERSEY— Atlantic “cuty—Louls Rosen- 
thal, Inc. (“London Shop”) (Ohio Ave. and 
Boardwalk) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

NEW YORK—Long Island City—Irving Ber- 
man (Ditmars Ave.); boots and nea rr 
called meeting of creditors for Sept. 

New York City—John G. Ayling rer Park 
Ave.); manufacturers; reported petition in 
bankruptcy. 

Greenwald Shoes, Inc.; wholesale boots and 
shoes ; gee petition in bankruptcy. 

Harry hman (‘‘Merit Shoe Shop”) (326 
Ww. 125th 3 (2509 Webster Ave.) ; boots and 
shoes; reported offering to compromise. 

Peekskill—George M. Houser, Inc. ; shoes, etc. ; 
reported petition in bankruptcy. 

OH10—Sebring—Samuel Green; shoes, cloth- 
ing, etc.; reported receiver appointed. 

OKLAHOMA—Enid—Thomas J. Wells; boots 
and shoes; reported assigned. 

PENNSYLVANIA—Philadelphia—George W. 
Schwinn (2161 N. 6th St.) ; caste and shoes; re- 
ported calied meeting of creditors for Sept. 24. 





NEW SHOE STORES 


Tucson, Ariz.—Levy Bros., 63 E. Congress St. 
Portland, Me.—Sears, Roebuck & Co., 622 Con- 
gress St. (Oct. 1). 
BR nw City, Mo.—W. T. Grant Co., 1017-19 
ac St. Louis, Mo.—Anstedt Shoe Co., 820 Olive 


Reseca, Ohio—Mrs. Sarah Persinger. 
Bayonne, N. J.—Harry A. Brody, 479 Broad- 


way. 
Utica, N. Y¥.—The Boston Store (New De- 

partment). 

aan \ ma N. J.—Adam Shoes for Men, Inc., 


Wildwood, x i-% Barrish, Inc. 


Bismarck, D.—Bismarck Department Store, 
114 5th ly 
P Ly Okla.—J. C. Jones Co., 121 8S. Bick- 
C) 


A 
Norfolk, Va.—Will Laderberg, 718 High St. 
Sellersburg, Ind.—James Carter. 
Cambridge, Mass.—555 Mass. Ave. 
Kingsland, Ga.—The bX mm Store. 


Ind.—Loretta Funk (soon). 
P ith, Va.—Blumberg’s Department 
Store, High and Effingham Sts. 
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Oklahoma City, Okla.—McEwen Halliburton 
Dry Goods Co. 

McKee, Ky. —Morris & Little. 

Jersey City, N. J.—Sonya Shoes, Inc. 

Somerville, N. J.—N. J. Royal Shoe Shop. 

Ontario, Cal.—I. Singerman. 

Statesville, N. C.—N. B. Shoe Co., South 
center St. 

Cushing, Okla.—Massard’s, 211 East Broadway. 

South St. Paul, Minn.—Joseph Bigelow, Klein- 
boehl Bldg. 

Kiester, Minn.—Tom Haddy (soon). 

Middleville, Mich.—Ollie Talbott, Blake Block. 

Wichita, Kan.— Augustus Gordon, N. Lawrence 
Ave. (soon). 

Shelby, Ohio—Mrs. C. W. Gallaway. 

Flemingsburg, Ky.—L. B. Markwell Store. 

Durham, N. C.—Summerfield’s, 115 W. Main 
St. (Oct. 1). 

Kingston, Ont., Can.—L. P. Roth, Ltd., 47 E. 
King St. (soon). 

Norton, Va.—Tepper Bros. 
— City, N. J.—Barney Stock, 349 Central 

ve. 


Pauls Valley, Okla.—J. S. McClure. 
Ola, Ark.—L. L. Ellison (soon). 
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Worcester, Mass. — Special 
Bootery, 47A Pleasant St. 

Bismarck, N. D.—Buttrey Store, 408 Main St. 

Chisholm, Tex.—J. F. McMurray. 

Birmingham, Ala.—J. E. Callahan, 7682 2nd 


Y.—Jay R. Stores, 47-15 Queens 


Measurement 


Ave 
Gennvelie, N. 
Blvd. 


New York, N. Y.—G. & T. Bootery, Inc. 
New York, N. Y.—Schneider Shoe Co., 


jueens. 

Blytheville, Ark.—The Grand Leader, Inc. 

hoenix, Ariz.— Feltman & Curme Shoe 

Stores. 

Smithfield, N. C.—lIsear’s, Inc. 

Laurinburg, N. C.—Belk’s Department Store. 

Raleigh, N. C.—G. Lazarus, Inc 

Chicago, Ill. he Boot Shop, 2726 Milwau- 
kee Ave. 

Frostproof, Fla.—Sam A. Banks, Inc. 

Middleboro, Mass.—Duane Shoe Mfg. Co., East 
Main St. 

Huntington, Ind.—Dick’s, Inc. 

Fresno, Cal.—Greenberg & Sabin, Inc. 

Humboldt, Iowa—Néville Shoe Co. (soon). 

Anita, Iowa—Golden Rule Store. 

New York, N. Y.—Kitty Kelly Retail Shoe 
Stores, Inc. 

New York, N. Y.—F. & G. Shoe Trimming Co., 
636 — 


Inc., 


Newark, N. J.—Duane Shoe Co., Inc. 

Morton, il ‘—Morton Trading Center, Herman 
Cross, mgr. 

New York, Y.—Jayar Shoes for Men, Inc. 


New York, N: Y.—P. & L. Hermann, Inc. 
s nee, Ohio—Joyce Department & Shoe 
re. 
Longview, Tex.—Massard Department Store. 
San Gabriel, Cal.—Max Gorenstein. 
Detroit, Mich.—Lucille’s, Inc. 
Highland Park, Mich.—Abramsohn’s. 
Cable, Wis.—F. H. Drummond Co. 
Salisbury, ms C.—Salisbury Shoe Co. 
Raleigh, N. C.—David Kaplan, Inc. 
High Point, N. C.—Kaplan’s, Inc. 
Rocky Mount, N. C.—Alford’s, Inc. 
Sanford, N. C.—Stroud-Hubbard Co. 
St. Paul, Va.—Purcell’s Store, Inc. 
nan Ill.—Pauls Boot Shops, Inc., 2312 N. 
8 
Perine, Fla.—Barfield Department Store, Inc. 
“i — Pa.—Wm. A. Davis, 319 N. 


West Concord, Minn.—Iver Samuelson (soon). 

Dalton, Ga.—A. Tennenbaum. 

Newman, eh ay Davis (soon). 

Paterson, N. J.—I. Goldberg, 911%, Market St. 

Panama City, Fla. A. E. Redmond (soon). 

Detroit, Mich.—Sears, Roebuck & Co., 10750 
Grand River Ave. (soon). 

Pryor, Okla.— Montgomery Ward & Co. 


(soon). 
[TURN TO PAGE 70, PLEASE] 





























BOOTS AND SHOES 


Advance Theatrical Shoe Co., Chicago, IIl.. 
Arnold, M. N., Shoe Co., South Weymouth, 
f 10 


Ault-Williamson Shoe Co., Auburn, Me 
Avenue Shoe Co., St. Louis, Mo 


Bass, G. H., & Co., Wilton, Me 
Blog Shoe Co., Inc., New York City 
Bob Smart Shoe Co., Milwaukee, Wis...... 51 
Booth, Walter, Shoe Co., Milwaukee, Wis... 
Brooks Shoe Mfg. Co., Philadelphia, Pa..58, 60 
Brown Shoe Co., St. Louis, Mo 
Buek, Philadelphia, Pa 
Burdett Shoe Co., Lynn, Mass. 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, 
Chicago Footwear Co., Chicago, II] 
Clapp, Edwin, & Sons, Inc., E. Weymouth, ‘ 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 
Evans, L. B., Son Co., Wakefield, Mass.... 


Feder-Gregg Shoe Co., Cincinnati, Ohio.... 


Gilbert Shoe Co., Thiensville, Wis 
Green, Daniel, Company, Dolgeville, 
. Co., Boston, Mass 
Gustin, M., Co., New York City 


Heel Hugger Shoes, Inc., Auburn, N. Y.... 
Hoyt, F. M., Shoe Co., Manchester, N. H... 


Ideal Baby Shoe Co., Danvers, Mass 


Kendall Shoe Company, Haverhill, Mass... . 
Killoran, W. M., Lynnfield, Mass. 
Krippendorf-Dittmann Co., Cincinnati, 


Laird, Schober & Co., Philadelphia, Pa 


Minor, P. W., & Son, Inc., Batavia, N. Y.. 
Mishawaka Rubber & Woolen Mfg. Co., 


Musebeck Shoe Co., Danville, Ill 
Nettleton, A. E., Syracuse, N. Y 
Old Colony Shoe Co., Brockton, Mass...... 


Packard, M. A., Brockton, Mass 
Pedigo-Lake Shoe Co., St. Louis, Mo..2nd Cover 


Restful Slipper Co., 
Richards & Brennan Co., 
Robinson-Bynon Shoe Co., Auburn, N. Y... 
Roth Shoe Co., Philadelphia, Pa 


Schwartz & Herder, Inc., Philadelphia, Pa.. 
Shaft-Pierce Shoe Co., Faribault, Minn.... 
Smith, J. P., Shoe Co., Chicago, II] 
Stacy-Adams Co., Brockton, Mass 
Stetson Shoe Co., Philadelphia, Pa 
Vitality Shoe Co., St. Louis, Mo 
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LEATHER AND OTHER MATERIALS 
Creese & Cook Co., Boston, Mass....3rd Cover 


Pee & Almy Chemical Co., Cambridge, 
MS Lica sa Vena basen esiniceheéqeckeslels 


Evans, John R., & Co., Camden, N. J.... 
Goodyear Tire & Rubber Co., Akron, Ohio. .6-7 


Hamel, L. H., Leather Co., Haverhill, 
MOS! 6 sdcostarstadeensctepenceenad 4th Cover 
Richard Young Co., New York City....... 41 
Surpass Leather Co., Philadelphia, Pa...... 41 
Zapon Company, Stamford, Conn.......... 63 
Ziegel Eisman Co., Boston, Mass........... 41 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass.......... 72 


Du Pont, E. I., De Nemours & Co., Inc., 
WE NBUOT, FIG, ccccccccsssdecccdenceee 55 


Mears, Fred W., Heel Co., Inc., pees. ae 


OER camnses hebatne SS asada tases 56.48 0- 
United Last Co., Boston, Mass............ 40 
United Shoe Machinery Corp., Boston, 


Mass. 


SHOE ACCESSORIES 
Fit Rite Overgaiter Co., Philadelphia, Pa... 58 


Schaeffer & Co., Reading, Pa.............. 59 
Shoe Lace Co., Ltd., Providence, R. I...... 42 
Williams Mfg. Co., Portsmouth, i ee 58 


SHOE ORNAMENTS 
Reynolds Company, Frovidence, R. I....... 44 


SHOE STORE EQUIPMENT 


Camden Aircraft Co., Chicago, Ill......... 67 
Dave’s Display Decorations, New York City 67 
Pollinger, M. D., Co., Cincinnati, Ohio..... 67 
Shoe Form Co., Auburn, N. Y............. 62 
X-Ray Shoe Fitter, Inc., Milwaukee, Wis... 39 
Vamp Easer Co., Chicago, Ill.............. 67 
Whitcher, F. W., Co., Boston, Mass........ 64 
MISCELLANEOUS 
Glauberg, Max, New York City........... 67 
Hotel Lincoln, New York City............. 63 
Hotel New Yorker, New York City........ 64 
Hotel Shelton, New York City............. 64 
Hotel Winthrop, New York City........... 67 


Kirsch-Blacher Co., Inc., New York City... 67 


Latex Rubber Products, Inc., Akron, Ohio, 
Front Cover 


Mandel Engraving Co., Milwaukee, Wis.... 67 


Poster & Deutsch, New York City......... 67 
Simon, I., Co., New York City............ 67 
Stephenson Laboratory, Boston, Mass...... 67 


Bh oy Business Publishers, Inc., New York ‘ 
5 


Portland, Ore.—M. F. 
t 


Boston, Mass.—Benjamin Raphael, 
ve. 
Holdenville, Okla.—Adams Department Store. 





Business Barometer 


[CONTINUED FROM PAGE 69] 
New York, N. Y.—Indian Tread Shoe Shops, 


ne. 
New York, N. Y.—Niles Bootery, Inc. 


New York, N. ¥.—Worthwhile Shoe Co., 13-19 


Hudson St. 


New York, N. Y.—B. & R. Shoe Mfrs. Outlet, 
—Lincoln Shoes, 357 Stein- 


821 Kings Highway. 


ew York, N. Y. 


way Ave. 


Mt. Vernon, N. Y.—Mark’s Army & Navy 


Store, 61 S. 4th Ave. 


Philadelphia, Pa.—Freeman’s Army & Navy 


Store, 528 Market St. 


New York, N. Y.—Beverly Shoes, 488 E. 


Tremont Ave. 


New York, N. Y¥.—Ace Shoe Store, 1037 E. 


163rd St. 


Humbcldt, Iowa—J. W. Noville. : 
College Corner, Ohio—John Kubachki. 
Sarasota, Fla.—Phil Levy, Inc. 


Keensburg, Colo.— Keensburg Department 


Stores, Inc. 


Springfield, Colo.— Springfield Department 


Stores, Inc. 


Los Angeles, Cal.—Bedell’s. 
Buffalo, N. Y.—Buffalo Emerson, Ine. 
Chicago, Hl.—Bata Shoe Store, 1543 W. Chi- 


cago Ave. 


Chieago, Ill.—Bata Shoe Store, 4144 W. Madi- 


son 


* ilil Ill—Bata Shoe Store, 6803 Stony 


Island Ave. 


Youngstown, Ohio—Cinderella Shop, Inc., Ler- 


ner Bldg. 


Yonkers, N. Y.—Enna Jettick Shoe Store, 5 


N. Broadway. 


Providence, R. I.—Edwin’s Shoe Store, 294 


Atwells Ave. 


New York, N. Y.—Boro Shoe Co., 56 Myrtle 
ve. 

Philadelphia, Pa. |: Sun Bargain House, 
Miss. —Wilber 


4788 Rising Sun A 


Water Valley, Simmons, S. 


Main St. 


West, Tex.—Ben Keen (soon). 

Karlan, Ky.—Solomon Geller. 

Abrams, Wis.—Ray Lhotte (soon). 

Elk City, Okla.—J. C. Penney Co. (soon). 
Mars Hill, Me.—J. J. Newberry Co. 
Bonanza, ‘Ore.—Monopole Store. 

Edison Station, Wash.—Elvan Houser. 

Rhode, 1202 Division 


Seattle, Wash.—Northside Shoe Works, 36th 


and Woodland Park Ave. 


Mazama, Wash.—Jay Peters. 
Puyallup, Wash.— Davidson & Weiss, 1522 


Pioneer Ave. S. 


Seattle, Wash.—Shoe Repair Shop, 2807 Jack- 


son St. (soon). 


Phoenix, Ariz.—Stone’s Shoe Store, 37 N. Ist 


t. 
Sapulpa, Okla.—Montgomery Ward & Co., 20 
S. Water St 


Potsdam, N. Y.—Montgomery Ward & Co., 36 


Market St 


muse. Ohio—Montgomery Ward & Co., 324 
t 


roa 


Greenville, Tex.—J. C. Penney Co. 


Philadelphia, Pa.— South Street Bargain 


— = South St. 


Tex.—W. H. Novit & Son (soon). 
Baleille, Tex.—V. Rosenwasser. 
Rushville, Ind.—Havens-Adams Store (soon). 
Baker, Minn.—B. A. Zimmer. 
East St. Louis, Ill.—St. Clair Leader, Dave 


Kaplin, mgr. 


Moorhead, Minn.—C. E. Pederson. 
Monroe, La.—W. T. Grant Co., 221 DeSiard 


. (soon). 
339 Mass. 


shkosh, Wis.—Newman’s (new dept.). 


Lansing, Mich.—Sheppard & Myers, Inc., 120 
S. Washington Ave. 

Gladstone, Mich.—Geo. E. Sinclair, 11 Central 
a. (Oct. 31). 


ginaw, Mich—Wm. C. Wiechmann Ce. 


(new dept.). 
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Youth wants the best — 
and finds it in the GA 
United Cushion Heel... 
SMART, NEAT, LONG- 
WEARING and CLEAN. 
No nail holes to track 


stones indoors. 





On the best shoes! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A can of Invisible Middlesole and—a putty Raise all you fe senssccl 


need to.fill shoe bottoms the modern way. insisted 
Invisible Middlesole provides an even tread, assures absolute 1. rr Fons 4 3 PLY UNIF 
protection against moisture, cold or dampness penetrating to 2. PREVENTS AIR POCKETS 
the inner sole and retains a maximum flexibility—all in one 3. UNIFORM FLEXIBILITY 


4, RESISTS MOISTURE 


simple operation. 


5. RESISTS HEAT & COLD 


6. PREVENTS BUNCHING 


MIDDLESOLE 


A VULCO PRODUCT made by 


BECKWITH:MFG: COMPANY 


STATLER BUILDING + « « BOSTON, MASS. 
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HIGH GRADE 
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ps CREESE & COOK COMPANY 


95 SOUTH JST., BOSTON, MASS: 
TANNERIES- DANVERS PORT, MASS. 


AGENTS IN THE PRINCIPAL CITIES OF THE UNITED STATES 
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"ook at the Linings” 


NUMBER 182 
Constant-Comfort Tie 
Stocked at 
Auburn, Me., and 
St. Louis 
A-B-C-D-E 


AULT-WILLIAMSON SHOE CO. 


AUBURN, ME. World’s Leading Turn Shoe Manufacturers 


SAY .- - ‘It seems hardly necessary to 
say that smooth linings are a 
distinct asset in selling any 
shoe. Nu-Process Lining Leath- 
er perfectly answers our needs 
in this respect. 


If anyone knows the extra details which make shoes more salable it would 
be these recognized leaders of turn shoe manufacture, Their experience with 
Hamel Lining Leathers is a broad hint to the merchant who wishes to give 


his customers greater value for the same price. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 


TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
Philadeiphia Pa, LEATHER SO. Seiderman, Salomon s. 
JOM B. CAILEY & CO. olumbus, Ohio New York City 


St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
JOHN T. QUINN » Paul, Minn. Havana, Cuba 


Rochester, N. Y. A. ic: MOONEY, LTpD. J. ALBA 
GEO. W. NEWMAN ontreal, Canada Mexico D. F., Mexico 


LEATHER CoO. RAYMOND H. THAYER JOHN R. H. W 
Cincinnati, Ohio London, England Milwaukee, _—" 








PERFECT 
LINING 
LEATHERS 


ER, 
oh a 


TANNER see 


NU-PROCESS 


SO Se * 


Thai attend te 








MYe 


stoc 


BOOT AND SHOE . VOL. C., No. 5 OCTOBER caret 


RECORDER 


THE GREAT NATIONAL SHOE WEEKLY wthwuict THE SHOE RETAILER 








4 


BY YS, | ere oD 


Cellophane wrapped. Carrying ‘s : Ask for counter card and ‘’ Wet 
pouch with each pair. Two colors: —_-. Weather’’ Window Sign. These 
Beige and Gun Metal. Two sizes: q striking displays will sell Hosegards 
No. 1 for 8,8 and 9. No. 2 for 1 for you. Fill out the coupon. 

914, 10 and 10%. a ; 
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Here’s a new idea. It sells to every girl and woman who wears silk stockings. 
Hosegards bring quick sales and big profits on every sale. There is no 
competition. Hosegards sell every day it rains or snows, or whenever streets 
and roads are muddy and slushy. . . And winter is coming. 





Hosegards are made of chiffon-weight, pure Latex. Hosegards cling to the legs with beautiful shapeliness 
They are so thin their transparency shows the natural IR yet there is no tight binding. They are too light to 






color of the stocking beneath. Nothing stronger ever cause the slightest discomfort. A few feet away they 
delet | alors was made in this weight and we guarantee them are practically invisible—yet they give full protec- 
against deterioration for two years. tion from splashing mud and water. 


LATEX RUBBER PRODUCTS INC., AKRON, OHIO 
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Our Policy 


Means Something 
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A can of Invisible Middlesole and—a putty knive—is all you Bent np ol 
need to fill shoe bottoms the modern way. acetal 
Invisible Middlesole provides an even tread, assures absolute 1. rr FORMS 4 3 PLY UNIT 
protection against moisture, cold or dampness penetrating to 2. PREVENTS arm PockETS 
the iuner sule and retains a maximum flexibility—all in one 3. UNivonm FLEXIBILITY 


4. RESISTS MOISTURE 


simple operation. 


5. RESISTS NEAT & COLD 


6. PREVENTS BUNCEING 


ISVIS IBLE 
MIDDLESOLE|! 


A VULCO PRODUCT made by 


BECK WITH:+MFG: COMPANY 


STATLER BUILDING + « «+ BOSTON, MASS. 
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Annette Hanshaw 


She has a style all her own in 
imitable end a deep contralto 
votee that sone of the most popu: 
lar on the alr. She's beautiful, too. 
Her photograph in your local 
hewepapers assures the local au: 
dience for your Vitality broad. 
cast October 2! 


















REESE & COOK ~OMDANY 





ee) alt- 


your Star 
“Salesmen 









Ethel Norris 


She hae been playing te packed 
howses in the Mrowdwoy hit, Comey 
Quilt.” Putting over song bite te 
her speciality, Tune in October 
7 on her Vitality broadesst, and 
you ll know why these brillien: 
celebrities are making the coun 
try Vitality consetous 





95 SOUTH JST., BOSTON, MASS. 
TANNERIES- DANVERS PORT, MASS. 
AGENTS IN THE PRINCIPAL CITIES OF THE UNITED STATES 
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“Look at the Linings” 


NUMBER 182 
Constant-Comfort Tie 
Stocked at 
Auburn, Me., and 
St. Louis 
A-B-C-D-E 


AULT-WILLIAMSON SHOE CO. 


AUBURN, ME. World’s Leading Turn Shoe Manufacturers 


SAY. « ‘“*It seems hardly necessary to 
say that smooth linings are a 
distinct asset in selling any 
shoe. Nu-Process Lining Leath- 
er perfectly answers our needs 


in this respect. 
° 


If anyone knows the extra details which make shoes more salable it would 
be these recognized leaders of turn shoe manufacture. Their experience with 
Hamel Lining Leathers is a broad hint to the merchant who wishes to give 


his customers greater value for the same price. 


L. H. HAMEL LEATHER CO. 


SPECIALISTS IN LINING LEATHERS 


TANNERY AT HAVERHILL, MASSACHUSETTS 
BOSTON SALES OFFICE: 164-168 SOUTH STREET 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SA 
Philadelphia Pa. pm Sod dg 7 iiss ‘ones. 
JOHN: 8. DAILEY & CO. olumbus, Ohio New York City 


St. Louis, Mo. NEIMAN NELSON F. DOLL & COMPANIA 
JOHN T. QUINN a Havana, Cuba 


Rochester, N. Y. A. 2. MONEY, LTD. J. ALBA 
GEO. W. NEWMAN ontreal, Canada Mexico D. F., Mexico 


LEATHER CO. RAYMOND H. THAYER N R. ° 
Cincinnati, Ohio London, England iy Eg “ae 
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